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This is B.M.A.’s current full page, color advertisement in The 
Saturday Evening Post. Similar messages will appear, 
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Coronet, Better Homes and Gardens, U. S$. News & World 
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That’s the number of Paul Revere claimants who, as a result 
of cheir disabilities last year, can speak from experience about the value 


of their non-cancellable Accident, Sickness and Hospitalization plans. 


They saw their insurance “in action.” And they liked what they saw. 


bd ° ° e ® e ° e 

7 Because all of these policies were non-cancellable and guaranteed continuable, 
there were no “situations” ... no riders . . . no cancellations . . . no ill-will. 

e Rather there were good words from claimants about the 
friendly, liberal treatment accerded them . . . good words that influence 

® others . . . good words that are the strongest kind of sales promotion. 

° The real test of a disability policy comes at claim time, 

° of course. That's why Paul Revere welcomes . . . in addition to 


comparisons of benefits, of premiums and of service .. . your attention 


to the manner in which it treats the policyholder. 


oe 


For that, in a career business, is all-important to career agents. 
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THE PAUL REVERE LIFE INSURANCE COMPARY 


WORCESTER ® MASSACHUSETTS 


A National Institution ...A Leader in its Field 


Ce 





THE NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ul., U. S. A. 59s 
year, No. 45, Friday, November 11, 1955. $7 per year (3 years, $18); Canada, $8 per year (3 years, $21); Foreign, $8.50-per year (3 years, $22.30). 30 cents per copy. Entered as class 
matter June 9, 1900, at Chicago, I/1., under the Act of March 3, 1879. 





Stant 
agenc; 
presid 
and | 
throug 
ductio 
Res] 
was t 
divers. 
appare 
gram. 
Stan 
of Mu 
presidi 
South 
Nam 
Maher 
cock; 

vice-p 
Frank 
preside 
I. Weil 
superit 
Life. 
term o 
who is 
cause | 
bilities 
A gr 
ho, M: 
athletic 
two ye 
1935 a 
Lake | 
field n 
assistal 
1945, s 
years | 
agencic 
preside 
and vi 
Sales ir 
Sines 
eight di 
as chai 
educati 
Seve 
at leng 
be rep 





prepare 
panel p 
agemer 
extend 


LIAMA Reins Go to 
Stanton Hale at 
Chicago Annual 


Succeeds R. R. Davenport; 
Sparkling Agenda Draws 
Record Attendance of 800 


Life Insurance Agency Management 
Assn. staged its largest and most suc- 
cessful annual 
meeting at Chi- 
cago this week, 
registration ex- 
ceeding the 800 
mark. Besides be- 
ing the largest 
in numbers, the 
convention will go 
down as the one 
that in a big way 
attracted the at- 
tention of echelons 
of the business not 

Stanton G. Hale directly in the 
agency officer line. More company 
presidents than ever before showed up, 
and they were faithful in sitting 
through the sessions. The field pro- 
duction ranks were well represented. 

Responsibilities of the agency officer 
was the convention theme, and the 
diversity of this executive’s job was 
apparent from the many-faceted pro- 
gram. 

Stanton G. Hale, sales vice-president 
of Mutual of New York, was elected 
president to suceed R. R. Davenport, 
Southwestern Life. 

Named as directors were Frank B. 
Maher, vice-president of John Han- 
cock; Raymond W. Simpkin, agency 
vice-president of American United; 
Frank F. Weidenborner, agency vice- 
president of Guardian Life, and Harold 
I. Weir, assistant general manager and 
superintendent of agencies of London 
Life. Mr. Weir will fill the unexpired 
term of D. E. Kilgour, Great-West Life, 
who is resigning from the board be- 
cause of increased company responsi- 
bilities. 

A graduate of the University of Ida- 
ho, Mr. Hale served as director of 
athletics at Boise Junior College for 
two years before entering insurance in 
1935 as a Mutual Life agent at Salt 
Lake City. After serving in various 
field managerial positions, he became 
assistant superintendent of agencies in 
1945, superintendent of agencies two 
years later and assistant manager of 
agencies in 1949. He was made vice- 
president and agency manager in 1950 
and vice-president and manager for 
sales in 1952. 

Since 1949 Mr. Hale has served on 
eight different LIAMA committees, and 








as chairman of the large companies and 
education and training committees. 
Several of the addresses are treated 
at length in this issue, and others will 
be reported next week. Besides the 
Prepared talks, there were several 
panel presentations, including the man- 
agement development conference that 
extended into Friday morning. 
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Many Vital Matters Face 
Congress, LIAMA Is Told 


Tax Change Could 
Alter Planning for 
Retirement: Thore 


If Congress at the next session con- 
siders legislation designed to give in- 
dividual retirement plans the same tax 
incentives as qualifed pension plans, 
the life insurance business will work 
toward a system 
for permitting tax- 
payers to invest 
their savings in 
new and existing 
annuities and life 
insurance policies. 

This view was 
expressed by Gen- 
eral Counsel Eu- 
gene M. Thore of 
Life Insurance 
Assn. of America 

in a legislative 

Eugene M. Thore forum at the an- 
nual meeting of LIAMA at Chicago. 
Mr. Thore also discussed government 
regulation, competition and taxation, 
union welfare funds, A&H insurance 
plans and military survivors benefit 
legislation. 

Mr. Thore pointed out that constant 
pressure for individual retirement leg- 
islation may be expected to increase 
next year. He said there are many 
difficult problems to solve in connec- 
tion with the proposed plan, which 
would permit a self-employed tax- 
payer to defer income tax on 10% of 
his income up to a maximum of $5,000 
a year if the taxpayer sets the money 
aside for retirement purposes. 

Applying the plan only to self-em- 
ployed individuals raises the problem 
of discrimination against employes 
participating in employer retirement 
plans, he said. “If the plan were to be 


expanded to include employes as well 
(CONTINUED ON PAGE 22) 





Adams Says the Small 
Saver Is Hurt by 
Insurer Income Tax 


It is difficult to understand the at- 
titude of those who take the position 
that life insurance is just like any 
other business and should be taxed 
like any other business, said Claris 
Adams, executive vice-president and 
general counsel of American Life Con- 
vention, in his talk at the annual meet- 
ing of LIAMA in Chicago. 

“We have tried to impress upon the 
Treasury that a tax on life insurance 
companies is principally a tax on the 
small savings of those with average or 


under-average incomes,” said Mr. 
Adams. “This is apparent from the fact 
that 30% of life 
insurance policy- 
holders do _ not 


even make enough 
money to pay in- 
come taxes. 

“The social ben- 
efits of life insur- 
ance would seem 
to be so apparent 
that the govern- 
ment would recog- 
nize its place in 
the American way 
of life and agree 
that it should be given special consi- 
deration such as it has had through 
the years. As a matter of fact, even 
the Socialist regime of Great Britain 
not only taxed life insurance compan- 
ies on a favorable basis and at a fa- 
vorable income tax rate, but granted 
a deduction to individual policyhold- 
ers on their income tax for the pay- 
ment of premiums. 

“This results in the forgiveness of 
many millions more in taxes to in- 

(CONTINUED ON PAGE 23) 
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Late News 





Bulletins... 








]. J. Hess Advanced to Knights Life Presidency 
Joseph J. Hess has been advanced from vice-president to president of 
Knights Life of Pittsburgh. He succeeds the late Joseph H. Reiman. George 
J. Friedel, auditor, has been elected to the board. Mr. Hess was with the 
F. M. Speakman actuarial firm at Philadelphia for two years before joining 


Knights Life in 1929. 


Standard, Ore., Names W. P. Stalnaker President 


Standard of Oregon has promoted W. P. Stalnaker from 1st vice-president 
and treasurer to president succeeding the late Raymond R. Brown. Garnett E. 
Cannon, formerly vice-president and actuary, becomes executive vice-president. 
Mr. Stalnaker started with the company when it was known as Oregon Mutual 
Life, advancing through various positions until becoming 1st vice-president in 
1952. He has been on the board since 1930. 


Realign Duties of Pille, Heitzeberg 
NEWARK—Vice-president Richard E. Pille of Mutual Benefit Life has been 
given new responsibilities in assisting the president in formulating plans for 
the future growth of the company. “His new position encompasses broad areas 
of economic and statistical researeh as they affect the company’s present and 
future plans,” the announcement states. 
Charles G. Heitzeberg, 2nd vice-president and director of agencies, has been 
(CONTINUED ON PAGE 24) 
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Boards OK National 
Fire, Conn. General 
Life Affiliation 


Life Company Would Own 
80% of Fire Insurer's 
Stock Under Proposal 


HARTFORD—Actions looking to- 
ward the “affiliation” of National 
Fire of Hartford with Connecticut Gen- 
eral Life were taken by the boards of 
the two insurers this week. If con- 
summated, the negotiations will result 
in Connecticut General’s owning 80% 
or more of National’s stock. 

It was made clear, however, that no 
merger of the two companies was con- 
templated. Each will continue to Op- 
erate as a separate insurer. 

Monday National’s board unani- 
mously approved the proposal. Tues- 
day the Connecticut General board 
acted and called for Dec. 20 a special 
meeting of stockholders to act on the 
proposal. The directors also voted to 
recommend to the stockholders an in- 
crease of Connecticut General capital 
stock from the present $6 million. The 
new capitalization will be $15 million 
—— affiliation plan is finally adopt- 
e 


The new stock will be paid for by 
transfer from the surplus account to 
ae The par value will remain at 

The Dec. 20 meeting will be asked 
to authorize sufficient stock to effect 
an exchange offer with the National 
Fire’s stockholders. The stockholders 
will be asked to further increase the 
capital as indicated at the annual meet- 
ing in February. 

e i e 

National Fire’s stockholders, will 
have the cpportunity, if Connecticut 
General stockholders approve, to ex- 
change their National Fire stock for 
Connecticut General stock. The ex- 
change will be on the basis of 3% 
shares of National Fire for one share 
of Connecticut General. 

In order to effect the affiliation 
holders of at least 80% of National 
Fire stock must agree to the exchange. 
Also, the Connecticut insurance com- 
missioner must approve. A petition for 
approval will be presented to him 
shortly, in accordance with Connecti- 
cut law. 

President Frazar B. Wilde of Con- 
necticut General said Tuesday that if 
the plan is approved the National Fire 
organization, including its agency ar- 
rangements, will be continued and that 
no change was contemplated in the 
Asylum avenue home office location. 

The affiliation plan does not involve 
any change in National Fire’s name or 
corporate structure. Stockholders of 
National Fire who accept the exchange 
offer will become stockholders of Con- 
necticut General and Connecticut Gen- 
eral will become the owner of 80% 
or more of the presently outstanding 
National Fire stock. 

Mr. Wilde is sending a letter to all 
Connecticut General stockholders tell- 
ing them about the proposal. 

“Your directors today took action on 
two matters which will be of interest 
to you and of importance to the future 
of Connecticut General Life Insurance 
Co.,” Mr. Wilde wrote. “First, your di- 
rectors called a special meeting of the 

(CONTINUED ON PAGE 21) 
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CHALLENGE FOR AGENCY SYSTEM 





Freedom of Man Depends on Willingness 
To Provide His Own Security: Zimmerman 


In his closing talk at the LIAMA annual meeting in Chicago, Managing 
Director Charles J. Zimmerman gave an appreciative summation of the other 
talks, discussed the problems of the agency officer, and concluded by saying 
that “the freedom of man may depend largely on his courage and wisdom” in 
choosing to provide his own and his family’s security rather than letting the 


government do it. Following are excerpts from his talk: 
On the pressures that beset the his compensation from the 


agency officer as they appear to him 
when he is taking the most jaundiced 
view of his job: 

There is a continous demand on you 
to provide leadership, guidance, and 
reassurance to the 
field organizations. 
You must interpret 
the home office 
viewpoint to the 
field and the field 
viewpoint to the 
home office. You 
are suspected by 
the field of having 
become home of- 
fice-minded and 
by the home office 
of being too field- 
minded, and you 
wonder if you won’t end up by being 
feeble-minded. 

You can never leave the job. Wheth- 
er you’re at home at the club, on the 
golf links, or on vacation, you're al- 
ways as near to your problems as the 
telephone. Your general agent in Med- 
icine Hat has resigned, or your Million 
Dollar Round Table man is being “res- 
cued” by another company, or the Dis- 
count Life has come out with a new 
Super that is 12 cents per $1,000 un- 
der your new Duper. 

You live with your job day and 
night, every day of the week. How 
much of your life belongs to your job? 
How much of your life belongs to 
yourself, to your family? Where do 
you draw ihe line? Can you draw the 
line? 

Taking an objective view of the 
agency officer’s job, while still recog- 
nizing that it is a most demanding one: 

First of all, you may take some com- 
fort in having company. The Oct. 1 is- 
sue of This Week listed the six biggest 
marketing problems as follows: First, 
the cost of distribution; second, pri- 
cing; third, to fair trade or not to fair 
trade; fourth, a dearth of real selling 
talent; fifth, obtaining reliable re- 
search; and sixth, a better understand- 
ing of the marketing function. At least 
four of these six problems apply to 
your situation. You do not have the 
problem of fair trade, and I do be- 
lieve that you are obtaining reliable 
research. 





C. J. Zimmerman 


It is only natural that in a period 
of high prosperity and intense com- 
petition, management should be tak- 
ing a searching look at distribution 
of costs. In the merchandising field, 
we witness the rise of discount houses. 
In the property insurance field, we 
witness the inroads of the so-called 
“direct-writing companies.” In life in- 
surance, we see the threat of over- 
the-counter sales. 

In my opinion, this threat of over- 
the-counter sales in life insurance is 
not a serious one, provided we deliver 
what we charge for and promise in 
the way of sales and service. Although 
the agent receives his commission 
check from the company, he receives 


insured. 
The insured compensates the agent 
through first-year commissions be- 


cause the agent has sought him out, 
has focused his attention on a finan- 
cial and social problem, has shown 
him that he can best solve this prob- 
lem through life insurance, and has 
persuaded him to take action now. 

Additionally, the agent has made 
available to the insured his knowledge 
of life insurance and its related fields. 
When the agent accomplishes this, he 
has rendered: a very vital service. It 
is a service which requires personal, 
imaginative, educational, creative 
sales effort. The life insurance sales- 
man has the difficult and delicate mis- 
sion of reminding a man of death, 
disability, dependency and duty. He 
must help the prospect resolve the 
conflict between immediate and long- 
range values, between immediate 
comforts and luxuries and needs in 
the indefinite future, between a mod- 
est cash or short-term installment 
payment and a long-term installment 
purchase. 

We may take encouragement in the 
knowledge that the life insurance 
salesman of today is a better informed, 
better trained, more skillful salesman 
than ever before. He is better prepared 
to render this vital service than ever 
before. 

The insured also compensates the 
agent through renewal commissions 
for service to be performed in future 
years. In my opinion, it is in this area 
of continued service that the agency 
system is at its weakest. Here, if any- 
where, is our Achilles’ heel. Far too 
often, we do not fulfill the promise of 
service. Here is one opportunity for 
you to strengthen the agency system. 

Certainly, there should be no need 
to have a yearly “be kind to our pol- 
icyowners week.” Policyowner service 
should be a continuous process. If we 
are unable or unwilling to deliver this 
service, the policyowner should not be 
asked to pay for it. And if service is 
something the policyowner can—or 
does—do without, he will eventually 
refuse to pay for it, if for no other 
reason than that inevitably someone 
will give the prospective policyowner 
a free choice of sales and service at a 
price—or cash and carry at a lower 
price. 

The agency officer may take com- 
fort in the knowledge that progress 
in managerial selection and training 
is now proceeding at a rapid pace. 
This is reflected in this annual meet- 
ing program. It points up the almost 
tidal wave of interest and progress in 
raising the standards of our field man- 
agers. Most of our problems are gen- 
erated by ineffective field manage- 
ment. It is heartening, then, to note 
the tremendous expansion of activi- 
ties in this field, such as the LIAMA’s 
supervisor’s schools and study courses, 
the managers’ and district managers’ 
study courses furnished by the 
LIAMA and promoted by the GAMC, 
the efforts being made by companies 


agers, and last, but certainly not 
least, the career analysis procedure 
announced by LIAMA at this meeting. 

Is it not true that most of your 
problems would be solved if every 
manager in your company were do- 
ing the type of job which your better 
managers are doing? 

On progress—and the need for not 
expecting too much too fast: 

We have made great strides, not 
only in our ability to better select, 
train, supervise and finance agents, 
but also in our acceptance of the phil- 
osophy that we have the responsibil- 
ity of doing a better job in these areas. 

In the over-all picture, we are en- 
couraged by knowing that life insur- 
ance is stronger, more widely and 
readily accepted, and more beneficial- 
ly active in our lives than ever before 
in history. As our yearly rate of bene- 
fits continues to rise, now to the point 
of $5 billion annually, life insurance 
touches the lives of more and more 
people in a beneficial manner. In this 
area, we must not overlook the great 
opportunity for building good will 
through good performance given us 
in the accident and sickness field. Here 
benefit payments are more frequent 
and those who receive fair treatment 
become outspoken advocates of per- 
sonal insurance. 

Our market is an ever-expanding 
one—in numbers, in purchasing pow- 
er, in distribution of purchasing pow- 
er, and in new and increased uses of 
personal insurance. Yesterday’s fore- 
casts continue to underestimate to- 
day’s opportunities. 

No one can deny that life insur- 
ance home office management, sales 
management and salesmanship are 
more experienced, more skilled, and 
better informed than ever before. 

It is true that we may be impa- 
tient with progress, but we must re- 
member that in our business, as in 
all other businesses and in life itself, 
we must learn as we grow and grow 
as we learn. 

On the need for continued personal 
selling of life insurance and its place 
in deciding whether men will provide 
for their security voluntarily or 
through government regimentation: 

In a free economy where men have 
the right of choice, where production 

(CONTINUED ON PAGE 23) 


Possible Qualifiers 
for MDRT Are Urged 
to Get on Mail List 


Members of the 1955 Million Dols, 
Round Table have received copies y 
application f 
for the 1956 Roung 


Table from 
F. Priebe, Peg, 
Mutual, Rockforg, 


Ill., who offic; 
took over a | 
MDRT chairman. 
ship Oct. 31 from 
George B. B 
New England My. 
tual Life, New 
York City. 

It is ‘particularly 
important this year 
for prospective qualifiers to be on the 
MDRT mailing list because only jp 
that way will they be in line to re. 
ceive the reservation forms for the 
convention to be held on the Kungs: 
holm on a cruise to Bermuda nex 
May, Mr. Priebe emphasized.. He 
pointed out that it will be essential to 
get these reservations in promptly aft. 
er receipt of the official forms in,or- 
der to avoid disappointment. The 
forms will be mailed out so as to 
reach the recipients immediately aft- 
er the first of the year. 

“In spite of advance publicity on 
the Round Table meetings, each year 
we have some people who don’t ‘get 
the word’ and write in too late be. 
cause they were not on our mailing 
list.”” said Mr. Priebe. 

In his letter to the members, Mr, 
Priebe announced that Walter N, 
Hiller, Penn Mutual, Chicago, is con- 
tinuing as membership secretary. In 
this connection Mr. Priebe reminded 
the members that no telephone calls 
in connection with membership mat- 
ters will be honored. 

Mr. Priebe announced four com- 
mittee chairmanships: Howard D. 
Goldman, Northwestern Mutual, Rich- 
mond, vice-chairman of the MDRT 
executive committee, heads the pro- 
gram committee; A. J. Ostheimer III, 
Northwestern Mutual Life, Philadel- 
phia, continues as chairman of the 
by-laws committee; Clarence EF. 
Smith, Northwestern Mutual Life, 
Chicago, has accepted reappointment 
as insignia committee chairman; and 
William D. Davidson, Equitable So- 
ciety, Chicago, MDRT executive com- 
mittee member, becomes chairman of 
the reception and registration com- 
mittee. 





Arthur F. Priebe 








Conn. General Acquisition of National Fire 
Would Set Size Record for Such Transactions 


The projected acquisition of National 
Fire Group by Connecticut General 
Life will constitute the largest amalga- 
mation of insurers in many years and 
is said to be the largest acquisition 
ever of a fire-casualty operation by a 
life company. 

Connecticut General, which ranked 
10th in 1954 in insurance in force with 
$6,155,886,615, with assets of $1,315,- 
019,806, paid, it is said, $170 a share for 
the stock of National Fire and its 
owned subsidiaries, on the basis of the 
proposed exchange of shares and the 
price of the life company stock. This 
is close to liquidating value of Nation- 
al Fire. 

National Fire group had written 
premiums in 1954 of $74,724,788, which 
placed it 32nd among all groups, and 


to develop and train their own man- had assets at year-end of $171,532,902. 


It has 12,000 agents, compared with 
Connecticut General’s 600. However, 
Connecticut General some years ago 
substantially increased its acquisition 
of business through general insurance 
producer sources, a trend that recently 
has become quite marked among some 
of the leading life insurers. 

Both National Fire and Connecticut 
General have low capitalization, the 
former 500,000 shares and the latter 
600,000 shares. National Fire earned 
$3.80 a share last year. ; 

As a trade of stock, the transaction 
will be tax free. 

The merger is expected to stimulate 
other mergers in the insurance busi- 
ness, which has been behind the in- 
dustrial and commercial world in this 
trend, quite marked ‘since World Wat 
II. 
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along with your managers, to get out 
of this vicious circle by attacking both 
of these interrelated problems at once. 
While it is your responsibility to the 
agent and his manager to break the 
vicious circle, it is our responsibility 
to give you the maximum help we 
can.” 

Mr. Wallace explained that the ca- 
reer asalysis procedure is so called 
because it uses the analysis of an 
agent’s past and present performance 
either to identify him as potential man- 
agement material or to help the man- 
ager keep him and upgrade him as an 
agent. 

He emphasized that the CAP is not 
a push-button or foolproof gadget. 

“All I am saying is that something 
more must be done if we are to keep 
a respectable number of career agents 
working for us,” said Mr. Wallace. “All 
I am offering is a plan for you to in- 
sure that this something more is done. 
One of the reasons that this something 
more should be done is that keeping 
more career agents is a good thing in 
itself. But an equally important reason 
is that more and better men are needed 
to do supervision at the field level.” 

Mr. Wallace explained that too often 
an agency loses men who were origin- 
ally well selected and well trained but 
whose production begins to bog down 
after a promising first year or so. The 
manager may react by putting such 
an agent in a part-time supervisory 
position but if he is poorly adapted to 
this work it will be bad for him and 


for the men he supervises. Mr. Wallace 
described the career analysis procedure 
by saying what a manager might tell 
to a promising candidate at the conclu- 
sion of a presentation on life insurance 
selling as a career: 

“Well, I’ve already told you about 
our basic, intermediate and advanced 
training course. When you graduate 
from the advanced course, you will be 
a full-pledged life insurance agent. You 
will have established a market. You 
will know what and how and why you 
are selling. You’ll be pretty cocky and 
awfully busy. And so at that time the 
home office will tap me on the shoulder 
and say ‘time to take a new look! 
Where does he go from here and how?’ 

“Then the home office and I will try 
to take the best picture we can of you 
as a life insurance man. We shall try 
to examine the market you have de- 
veloped and help you decide whether 
you should change it and how. We’ll 
take a new look at your knowledge of 
life insurance and how well that 
knowledge fits into your present mar- 
ket and the one you want for the 
future. We’ll take a new look at your 
selling habits and skills to see where 
you could be making more use of your 
strengths and removing your weak- 
nesses. 

“While we are doing these things, 
we'll be thinking along with you about 
your future in life insurance—whether 
the rewards which are there for the 
top-flight career agent seem the best 
for you, or the time has come when 


New Procedures Spot Potential Managers, Then 
Develop Them and Career Agents at the Same Time 


you should be considering the manage- 
ment side of the career. Whatever the 
decision on that, you will not find 
yourself trained and supervised for a 
while and then left to sink or swim. 
Instead, you will start on a new pro- 
gram designed to bring out your ma- 
ture potential and put you at the top 
in our business—and not just my re- 
sources or the resources of this agency 
will be put into that program of your 
development but the resources of our 
company as well.” 

When two years later this agent, 
whom Mr. Wallace called Sam, gets to 
the “second look” stage he may be ar- 
riving at the advanced school or some 
other central point where he is given 
three LIAMA tools, the evaluation rec- 
ord, the information index, and the 
sales method index. The evaluation 
record is the basic screen for identify- 
ing men who might have supervisory 
potential. It has been validated and in 
the last few years LIAMA has found 
evidence that it is also valid in the 
prediction of failure at the supervisor 
or assistant manager level. 

Mr. Wallace exhibited a chart show- 
ing that where 44 supervisors who had 
been tested as they were placed on the 
job and then rated some three years 
later by a group of men at the home 
office the proportion of men who ob- 
tained an average rating of poor was 
considerably higher in the C and D 
category than in the A or B category 
(62% to 17%). 

Conversely, while 46% of the A men 

(CONTINUED ON PAGE 17) 








OPENINGS 


Feel cramped? Want to expand? Want to run 


New depth in the field is a vital part of 
Central Standard Life’s vigorous ‘‘from now on” 


Opportunities for your own general agen- 
cy at the grass roots, the four corners, possibly 
your home town. Top commissions with vested 
life time renewals for general agents, special 
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FAULKNER AT LIAMA 





Urges Conservative 
Experimentation on 
Variable Annuities 


“Is not the course of reason one of 
encouraging conservative experimen- 
tation with the 
variable annuity, 
of exploring its 
potentials and of 
revealing its de- 
fects?” E. J. Faul- 
kner, president of 
Woodmen Ac - 
cident & Life, 
asked the annual 
meeting of LLAMA 
in Chicago. 

Although argu- 
ments for and 

E. J. Faulkner against variable 
annuities are thoughtful and impres- 
sive, it is premature to attempt conclu- 
sive judgment in the matter, Mr. Faul- 
kner said. In a dynamic business, ex- 
perimentation of the kind represented 
by the variable annuity is not only 





wholesome but inevitable. 

Attempts to suppress it would seem 
to imply that the business does not 
have the competence to experiment 
intelligently or to merchandise a new 
departure of this type in a way to give 
the buyer a clear understanding of 
what he has purchased. “Personally, I 
fear not the experiment but a too 
impetuous promotion of what is as yet 
a largely untried device,” Mr. Faulkner 
said. 

There has been relatively little mar- 
ket research to determine preference in 
personal insurance, he observed. Al- 
though efforts have been made to de- 
sign meaningful studies of customer 
desire, they have been largely unpro- 
ductive because it has been assumed 
that the public either cannot express 
its wants or else does not know what 
it wants in life and A&H. 

“While I am not an authority on 
market analysis, I am prompted to 
suggest that this assumption may no 
longer be valid,” he said. If it is not, 
the business would do well to emulate 
the sales research work of industry in 
general, he said. 

It would be naive to assume that 

(CONTINUED ON PAGE 23) 
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STRENGTH 


Pilot Life derives its name from Pilot Mountain in the Blue 
Ridge Mountains, a famous landmark on ancient Indian 
trails, and a symbol of strength and solidity. The Pilot 
believes its record of more than 50 years of phenomenal 
growth has justified the choice of this name. 








Insurance Company 


O. F. STAFFORD, PRESIDENT 


GREENSBORO, NORTH CAROLINA 


LIAMA PRESIDENT POSES QUESTION: 





Will Group's Emphasis on Price Generate 
Moves to Buy Individual Policies Direct? 


The current emphasis on price grow- 
ing out of the mass sales trend may 
conceivably result 
in attempts to buy 
large individual 
cases direct, to the 
exclusion of the 
agent, R.R. Daven- 
port, vice-presi- 
dent and agency 
director of South- 
western Life, in- 
timated in his 
keynote address as 
president of 
LIAMA at the an- 
nual meeting of 
LIAMA in Chicago. 

Mr. Davenport said he did not fear 
the trend toward mass sales itself. But, 
he noted, there is a danger growing 
out of mass sales in the “tendency to 
put commissions in the suspect class.” 

On the subject of proselyting, the 
speaker said he is not so concerned 
with a man’s making a change as with 
the manner in which it is done. 

“It just doesn’t make _ sense,” 
added, “either as a matter of common 
courtesy or sound business judgment 
that we would take a man about whom 
we know little or nothing, when we 
are precluded from any contact with 
the company that knows the most 
about him.” 

After illustrating the value of an 
agent to his company, Mr. Davenport 
emphasized that each company is re- 
sponsible for and can well afford to 





R. R. Davenport 


he 


invest money in agent training. While 
asserting his belief in LUTC, he fixed 
the responsibility for teaching life in- 
surance selling to agents firmly on 
each company. 

He then attacked the emphasis in 
some quarters on quantity as opposed 
to quality, with regard to agents. He 
added, however, that the two are not 
necessarily opposed. 

“If we demand quality in our pur- 
suit of quantity we will find the foun- 
dation of our business being built up, 
rather than torn down,” he said. “We 
will find recognition of the value of 
an agent and willingness to invest 
money in rendering him capable of 
rendering worthwhile public service.” 

Mr. Davenport said this will de- 
velop the full public relations poten- 
tial of the agent and a useful econ- 
omy in saving good men. 

Earlier Mr. Davenport reported that 
the present financial position of 
LIAMA is the best ever, in spite of 
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A be 

vided 
larger expenditures than in any pre. 
vious year for services to member 

companies. 

Noting that this is encouraging fp. 
cause it indicates an increased use 
LIAMA services and publications, y; 
Davenport said LIAMA is in an ey. 
cellent position to support expandj 
services in the ordinary, A&H and 
combination companies fields. 

He commented on the all-time high 
figures for both regular and associate 
companies—267 total members, g | '"™ 
which 228 are U.S. and Canadian anq | Mr. H 
39 are associate members. He predict. } spendi 
ed future progress in many areas and § the of! 
singled out LIAMA’s financial map. § presen 
agement unit, which has started q § holder 
long term project to find out what § spendi 
cost is involved in recruiting, select. } the of 
ing, training and supervising an agent, | could’ 
at least through his first year. girl. H 

Commenting on LIAMA activity in | py ma 
support of the A&H companies, Mr, | close 
Davenport announced that plans are Alth 
being made for a continuous A&H skeptic 
sales survey. ble an 

ieee effecti 
Push NA iNding | wise 
ush NALU Building | vive 

e e — 

Fund Drive With = |= 
out of 
e e New E 
Regional Meetings |v 

The financial requirements necessary hag { 
to complete the National Assn. of life } pjanni 
Underwriters memorial headquarters a 
building at Washington were described pi 
at a meeting at Portland, Ore., at- most e 
tended by officers of local associations agency 
in Washington, Oregon and Idaho. 

The meeting, first of a series to be Whe 
held throughout the country, was ad- | 2° 
dressed by Charles E. Cleeton, Occiden- of his 
tal Life, Los Angeles, chairman of the the pr 
NALU building fund, and Herbert a | “Uld 
Hedges, Equitable of Iowa, Kansas adequé 
City, and Gordon Hockaday, Spokane, a bt 
both NALU trustees, The regional | "8ht | 
meetings will be conducted by Mr. 
Hedges with the assistance of trustees To 
of NALU. checke 

Both Messrs. Cleeton and Hedges | found 
expressed pleasure with the coopera- § ceivin; 
tion displayed in the northwestern } busine 
area. They said they felt certain the J try di 
area will do more than its share in } 1949 a 
financing the building so that it can J same | 
be dedicated next September entirely } sonabl 
free of debt. New I 

A similar meeting is to be held at J positic 
Houston Nov. 12, and others are sched- § of the 
uled to follow shortly thereafter. do bet 

Wor 
Fe 7 | f conclu 
in announcing | 12,200 1 
the appointment of | inal 
R. JAY WILCOX, C.L.U. | 
as a supervisor in our agency. Mr. Wilcox, who 
entered the business in 1950, has an outstand- 
ing personal production record and is a Life 
ifying member of the Million Dollar ¥ 
Round Table. He will work with Supervisor D, 
Glenn Geiger in directing the training activ- ’ 
ities of our new agents. 
The Byrnes Agency U 
Fifth Avenue Gl 
New York 17, N. Y. ‘a 
Sout 
NEW ENGLAND 9935 
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free Salesman for Selling: Huppeler; 
Office Service Pays Ott in Production 


A belief that agents should be pro- including expansion into new terri- 
ided with sufficient service help to tories, increased training, sound financ- 
» free them for “the ing of agents and an adequate agency 


te 
? 


of the company’s business done by 
each agency in the last four years. The 
general agents found it realistic, fair 
and within their reach. 

To stress the need for recruiting ac- 
tivity, it was shown that about half the 
agencies had shown volume grewth but 
not manpower growth in the last five 
years. The better agencies showed up 
in the manpower growth area. This 
made all general agents aware of the 
need for continuous recruiting. 

The plan helped solve requirements 
of agents’ financing. Additional capital 
was made available for general agents 


who wished to expand.. Schools and 
training were expanded and district 
agencies were developed. 

“Now as we look into the future,” 
said Mr. Huppeler, “we wonder about 
such questions as variable annuities, 
guaranteed issue, insurance with mutu- 
al funds, insurance that returns all 
premiums in the event of death in ad- 
dition to the face amount, and on and 
on.” But, while the business may 
change in character and make progres- 
sive strides, the “love of family” will 
continue to be the basic reason for the 
purchase of life insurance. 

















job which’ they department staff. 
in an love,” selling, was After the president and board ac- 
to a voiced by lLam- cepted his “plan for progress,” it was 
mber bert M. Huppeler, presented to the general agents last 

raging be. vice-president of January. The 10-year goal was divided 
ased al New England Mu- among all agencies three ways: based 
cations, Mp tual Life, at on buying power, on insurance in 
in an a LIAMA’s annual force, and on the average percentage 
expanding meeting in Chi- 

A&H ang cago. 

ds. Recalling his ex- 

l-ti ‘ perience as gen- 

d a , eral agent in New | 

mbers, of lambert Huppeter York City, Mr. 

nadian ang | Mr. Huppeler said he found the agents 

te predict. | spending 50 to 65 % of their time in 

"areas anq § the office preparing material for sales 

cial man. presentations or service to policy 

Started qf holders. These valuable men were 

out what § spending “precious interview hours” in 

Ng, select. | the office, doing proposal work that 

3 an agent. | could be done by a $50 or $60 a week anaaciwes 
ar, girl. He decided to “upgrade” his men Poucy 
activity in | by making them free for field work as PROVISIONS 
anies, Mr. | close to 100% of the time as possible. 

plans are Although other general agents were 

lous A&H ff skeptical, Mr. Huppeler took the gam- 


ble and it proved to be “‘one of the most 
effective builders of agents we had.” 
For one thng it stimulated recruiting. 
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PREMIUMS 
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While average production in the com- 





pany was $200,000, Mr. Huppeler’s 
agents were exceeding $600,000 and 24 
out of 29 full time agents qualified for 
New England Leaders Assn., which re- 
quires $500,000 production, the year 
following introduction of the service. 


ling 
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Don't overlook 


Sell both sides 


the coin 


either 


Massachusetts Mutual 
POLICY PROVISIONS 
or COST FIGURES. 
Both have strong buyer 
appeal. 





necessary | The free programming and_ estate 
sn. of life planning service, combined with com- 
dquarters plete proposal service for business in- \ 
described | surance and pension cases, was “the 
bi most effective thing that we did in our 
ciations ” le . , 
Idaho. — Re reer ag eae ee Our new Dividend Scale, effective January 1, 1956, 
i en : c 
a home office a year ago, he was aware will further strengthen the already favorable com- | 
iden | °f his responsibility to determine with titive sales position enjoyed by our representatives 
Rape the president and board a policy that pe i P Joy y P 
hel Fi would enable the company to make and brokers. 
Kansas adequate growth by securing sufficient 
Spokane, new business of the right quality at the eee e ee © eo we we we ew ow Illustrations per $1,000 of Insurance ESTEE Ee PG Oe ORES 
regional right cost. 
by Mr : : . AGES 
trustees To determine adequate growth, he 
checked the last 10 years’ activity and AVERAGE ANNUAL NET PAYMENT 25 35 45 
Hedges | found that the company had been re- ;¥e 
coopera- § ceiving about 2% of the industry’s ors ; 
hwestern | business during that time. The indus- Ordinary Life $15.03 $19.79 $29.03 
‘tain the J try did $8 billion 1944, $15 billion in 20 Pay Life 26.33 31.82 40.24 
share in } 1949 and $24 billion 1954. Assuming the 20 Years 
it it can J same rate of growth, it would be re- - : 
entirely | sonable to expect $38 billion in 1964 If Ordinary Life 13.42 17.78 26.65 
New England Life was to maintain its 20 Pay Life 24.73 30.36 38.77 
held at § position in the industry by selling 2% 
e sched- § of the $38 billion, the company would AVERAGE ANNUAL NET COST 
fer. do between $750 and $800 million. 
Working a manpower projection, he 10 Years 
| | concluded the company would need Ordinary Life 1.90 2.35 6.25 
| 12200 full time agents, or 1,000 more 20 Pay Life 1.90 2.68 6.53 
| J than the company had at the time. 
RETURN OVER COST 
Several collateral plans were prepared, 20 Years 
" wee Ordinary Life 73 34 4.09 
20 Pay Life 2.84 2.32 1.09 
he Based on 1956 dividend schedule. Illustrative, not guaranteed. 
- BANK LOANS 
ife ON VESTED For full information on any plan for any age see the Massachusetts Mutual General Agent in your community. 
wd RENEWALS 
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Jefferson Sales Break Records 





HOLDERNESS PREDICTS BRIGHT FUTURE 


The outlook for life insurance sales 
has never been better, President How- 
ard Holderness of Jefferson Standard 
Life told 550 top producers, company 
officials and guests at a four-day lead- 
ers meeting in New Orleans. 

With the increasing population, more 
favorable acceptance of life insurance, 
personal and business financial plan- 
ning. better qualified and_ better 
trained field forces, and good contracts, 
there is no limit to what agents can 
do, Mr. Holderness said. 

Jefferson Standard has 
money” for conservative loans, the 
president said. The company makes 
many conventional loans, and is inter- 
ested in those where the buyer makes 
a down payment of about one-third. 
The company, guaranteeing 242% on 
policies currently issued, has never 
paid less than 4% on policy proceeds 
and dividend accumulations left with 
the company at interest. The compa- 
ny’s symbol is ‘Mr. 4%’ because it is 


“plenty of 








United 


LIFE 


policy. 
¢ Quadruple Protection - 


¢ Underwriting of Foreign 


GROUP 


coverage. 


Cincinnati Detroit 


Cleveland 


Baltimore 
Chicago 


TOP COMMISSIONS .- 








OPPORTUNITY 


IN THE 


LIFE INSURANCE COMPANY 
In the City of New York 


OLDEST STOCK LEGAL RESERVE LIFE INSURANCE COMPANY 
IN THE COUNTRY 


¢ Substandard up to 500% mortality. 
« Family Income up to $50 monthly per $1,000 base 


- provides level coverage 
equal to 4 times the base 
Travel or Residence. 


the highest rate of interest paid by any 
major life company in America, he 
said. 

Sales exceeded $25 million in Octo- 
ber, establishing a new record for cone 
month, Mr. Holderness reported. He 
said sales for the first nine months 
exceeded total volume of 1954. 

The board, which also met at New 
Orleans, declared a dividend of 25 
cents a share, payable Nov. 11, to 
stockholders of record Nov. 7. 

The board’s greetings were extended 
to the convention by Albert G. Myers, 
a member of the executive committee. 
Guest speakers included Kenneth Mc- 
Farland, educational lecturer and con- 
sultant of General Motors; and Clay- 
ton Rand, Gulf coast lecturer, author 
and columnist. Mary R. Taylor, sales 
promotion director and with the com- 
pany 48 years, spoke at a breakfast 
meeting. Joseph M. Bryan, first vice- 
president of the company and president 
of American Life Convention, ad- 
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¢ All forms of Group Insurance. 

¢ Originators of the unique SALES ROBOT —the self 
service group underwriting kit. 

* Originators of Baby Group. 

¢ Group Major Medical Expense Insurance. 


ACCIDENT & HEALTH 


¢ Guaranteed Renewable A & H Contract. 
« Lifetime Accident and Confining IIness 


first day 


¢ Catastrophe Hospitalization-—-up to $5,000. 


. . , , 
}ecause of our Company’s expansion there are excellent 
opportunities for General Agencies in the following cities: 


Los Angeles Pittsburgh 


Minneapolis Philadelphia St. Louis 
If you feel you have the qualifications of a successful General Agent you should 
investigate the United States Life. For more information write now .. . 


Agency Department (SP) 84 William Street, New York 38, N. Y. 


LIBERAL UNDERWRITING 


COMPETITIVE RATES 





dressed the annual leaders meeting. 

Other talks were given by R. B. 
Taylor, agency department; O. P. 
Schnaebel, manager at San Antonio 
and trustee of National Assn. of Life 
Underwriters; and Charles E. Gaines, 
executive associate director of SMU 
institute. 

Winners of the “$25 million in five 
weeks” campaign were announced at 
the president’s birthday breakfast: 
Joseph E. Holladay, manager at New 
Orleans, $275,000; Clay Miller, Salis- 
bury, N. C., $282,000; and Abner Wil- 
liams, Meriden, Miss., $278,000. Eighty 
qualified by writing more than $100,- 
000 each. The field force sold $29 mil- 
lion during the drive. 

Special awards went to these out- 
standing agents and their wives: Mr. 
and Mrs. James W. McLeod, Greens- 
boro, a trip to Mexico City; Mr. and 
Mrs. William Fields, Fayetteville, Ark., 
a trip to Monterrey, Mexico. 

Five men were awarded service em- 
blems. Members of the company’s 
“million dollar round table” also were 
recognized. 

Chairman of arrangements was J. S. 
Causey, superintendent of agencies. He 
was assisted by Seth C. Mason, Hal R. 
Marsh, W. L. Seawell and Carlyle Gee, 
superintendents of agencies, and Mal- 
colm Miller, company photographer. 
V. A. Sapp, assistant vice-president 
and comptroller, was chairman of 
transportation and expenses. 

Convention attendance was 
in history. 


largest 


Occidental of Cal. Raises 


Seven Group Service Men 


Reno D. Carter, formerly group 
service manager for Occidentai Life 
of California at Detroit, has been pro- 
moted to grcup service director at the 
home office, and Charles W. Claunch 
has become associate group director. 

John F. Tapson, former Occidental 
group service representative at San 
Francisco, replaced Mr. Carter at De- 
troit. 

A. G. Loop, former assistnt regicnal 
manager at the compny’s Cincinnati 
group office, has been named regional 
group manager at the recently expand- 
ed Houston office, and Frank E. Suran 
has been promoted to assistant regional 
group manager at Houstcn, transfer- 
ring from Occidental’s Detroit group 
office. Russell Weiler replaces Mr. 
Loop at Cincinnati. 

George Patterson, group representa- 
tive at Atlanta, has been promoted to 
regional group manager there. 

Mr. Carter, who joined Occidental in 
March, 1953, as an adjuster at the 
Detroit office, has had four years field 
experience. 

a Loop also joined Occidental in 


=—=: 


Henry Persons to 
Lincoln National 
Home Office Post 


Henry W. Persons is joining the 
agency department of Lincoln Nationy 
Life as 2nd vic. 
president, effective 
Dec. 1. 

Manager for 
top-ranking agey. 
cy in Chicago fy, 
Mutual of Ne 
York, Mr. Person: 
has had more tha, 
20 years of lif 
insurance home gj. 
fice and field eX. 
perience. Starting 
as an agent a 
Covina, Cal. jy 
1934, he was ap- 
pointed district manager three year 
later and in 1939 became an ageng, 
organizer at Los Angeles. He was jn 
the home office from 1943 to 1945 whe, 
he returned to field work as Chicag 
manager. He is a graduate of the 
LIAMA management school, has just 
retired as a director of General Agent 
& Managers Conference and currently 
is vice-president of Chicago Life Up. 
derwriters Assn. 

Widely known as a speaker at lif 
insurance and civic affairs, Mr. Per. 
sons has addressed gatherngs in 3ji 
parts of the country. 


Webb Succeeds Nichols 
as Provident L.&A. V-P 


Provident Life & Accident has ad- 
vanced W. Ray Webb from vice-pres- 
dent, succeeding M. C. Nichols whe 
has resigned to devote his full time t 
Episcopal church affairs. Mr. Nichol 
has been greatly interested in active 
church work for many years. 

E. L. Mitchell becomes vice-presi- 
dent of the group department. He 
joined the company in 1933 and has 
been agency vice-president since 1952. 

Mr. Nichols, vice-president since 
1948, had been with the company since 
1930. Mr. Webb was vice president of 
the group department since 1946 and 
has been with the company since 1994. 


Sales Rise $16 Million 


Mutual Benefit Life sales in October 
totaled $84,373,711, increase $16 mil- 
lion, for the largest volume submitted 
in any month in history. Edward L 
Rosenbaum’s agency in New York Cit) 
led all agencies with $7,285,900 sub- 
mitted, increase $3 million. The record 
was achieved by agents throughout the 
country participating in the annua 
sales campaign known as “the duel. 
The quota was a record $65 million. 
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GUARANTEE FUTURE PROTECTION 


With life insurance, carefully planned for your indi- 
vidual family needs by the Praetorians . . . experienced 


in protective benefits for over 55 years. 


THE PRAETORIANS 
Life _ Soe 


DALLAS, 


1898 


TEXAS 
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Life of Ga. V-P Sees 
Need for Redefining 
Industrial Coverage 


The trend toward overlapping of in- 
dustrial and ordinary insurance in the 
generally understood terminology in- 
dicates a need for a redefinition of the 
word “industrial,” said W. Sheffield 
Owen, agency vice-president Life of 
Georgia at the annual meeting of 
LIAMA in Chicago. 

Although the usual definition, as to 
amount of insurance, puts industrial 
under $1,000 and ordinary above, there 
is a trend for combination companies 
to issue weekly payment policies above 
that sum, Mr. Owen said, while exclu- 
sively ordinary companies are tending 
toward raising the floor of issuance to 
$1,500 or even higher. Another part of 
the definition is that collections are 
made weekly. But the introduction of 
so-called monthly debit ordinary has 
beclouded this definition, he pointed 
out. Even though it is called ordinary 
it is still serviced on a debit system. 

“If the maximum limits for indus- 
trial insurance are raised, or if the 
average size policy continues to in- 
crease, there is likelihood that some 
of the features now found exclusively 
in ordinary policies may be included 
in industrial,” he said. Many companies 
have a modified form of settlement 
option whereby proceeds may be left 
on deposit and paid to the beneficiary 
in 12 monthly installments. Inclusion 
of loan values in addition to the present 
liberal cash values may also occur. 
Conversion from industrial to ordin- 
ary is now on a basis favorable to the 
policyholder in many companies. 


“Most combination companies will 
modify their practices in the public 
interest to the extent that the laws of 
the states in which they operate per- 
mit. I know that they are all striving— 
as are the ordinary companies—to re- 
duce costs, both in home office and 
field. 

“In considering the cost of industrial 
insurance it should be remembered 
that it is a mass production operation, 
so far as underwriting and policy is- 
suance are concerned. These mass pro- 
duction techniques effect some saving 
in operating costs, but the mortality 
costs are normally higher than ordin- 
ary because of the more liberal under- 
writing practice on industrial cases. 


“The distribution cost of industrial 
insurance is higher than that of 
ordinary, but the conservation cost is 
usually higher because of the more 
frequent service calls which the agent 
must make. The higher cost is justified 
by the fact that many people would 
have no insurance unless the debit 
agent collected the premium from them 
at fairly frequent intervals.” 

Mr. Owen believes that the most 
important consideration in the entire 
situation is that insurance be sold to 
fill a need or want and serviced upon 
the most economical basis that will 
keep it in force. This is more important 
than what it is called or whether pre- 
miums are paid weekly, monthly, or 
annually. 

“It is the responsibility of the agency 
officer in the combination company to 
be sure that any growth in weekly 
premium business is based upon needs 
and not merely upon the ability to 
build and direct the activities of an 
organization that knows how to mer- 
chandise: its services upon the weekly 


basis,” Mr. Owen asserted. “Agency 
officers share the responsibility for 
seeing that the agency system of which 
we are justifiably proud continues to 
merit not only public accep.auce out 
public approval because we develop 
men who interpret life insurance prop- 
erly and sell it adequately.” 

Mr. Owen also discussed problems 
encountered by Life of Georgia when 
10 years ago it made the transition 
from an industrial company, writing 
weekly premium insurance only, to a 
combination company writing both 
weekly premium and ordinary. He ex- 


plained that his company has been 
engaged in a program of upgrading its 
managers, realizing that the manager 
is the key to practically all field prob- 
lems. 





New York Life Names 


Gearhart and Spiker 


New York Life has appcinted Clark 
Gearhart inspector of agencies in 
Washington, D. C., and William A. 
Spiker manager at Arlington, Va. 

Mr. Gearhart, who has been in 
charge of the southeastern division, 


joined the company in 1930 at New 
York City. He was named manager 
at Lincoln in 1945 and at Denver in 
1948. He was manager at Washington 
from 1949 to 1952. 

Mr. Spiker, manager at Washington 
since 1953, succeeds Charles L. Gibbs. 
who has been appointed manager at 
Jacksonville. 

Mr. Spiker was a sales representative 
of The National Underwriter Co. and 
was with Penn Mutual Life in New 
York City before joining New York 
Life in 1938 at New York. He was 
named educational supervisor of the 
New York area in 1941 and, after 
navy service, manager at Cincinnati. 
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Southwest Actuaries 
Meet at Dallas, Elect 
Finnegan President 


Philip Finnegan was elected presi- 
dent of Actuaries Club of the South- 
west at its annual meeting in Dallas. 
The new vice-president is George Van 
Fieet, consulting actuary, and the sec- 
retary-treasurer is George Jordan, 
Southland Life. Named to the execu- 
tive committee were Andrew DeLaney, 
American General Life, and Franklin 
Smith, Amicable Life. 

Papers and topics presented in- 
cluded: “Report on the Meeting of So- 
ciety of Actuaries at Montreal,” Eugene 
Wisdom, consulting actuary, Austin, 
Tex.; “Report of the Meeting of Con- 
ference of Actuaries in Public Practice 
at Chicago,” Raymond Strong, con- 
sulting actuary; “Recent Developments 
in Major Medical Expense Insurance— 
Hospitalization Only,” Earle Bailey, 
Great American Reserve: “Actuarial 
Applications of Electronic Data Proces- 
sing Machines,’ Charles Connelly, 
Southwestern Life, and Gene Taeven- 
er, American National; “Interim State- 
ments and Approximate Valuation 
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Methods,” Gene Archer, Southland 
Life, and Carl Metzner, Automotive 
Life; “Wholesale Insurance,” William 
Battle, Southwestern Life, and “The 
Need for Company Budgets,” Mr. Jor- 
dan. 

The actuarial group, which embraces 
a five-state area, is offering $100 cash 
prizes to eligible undergraduate college 
students who rank highest in certain 
mathematics examinations. 





Proportion of OASI 


Benefits Rises 150% 


WASHINGTON—The proportion of 
elderly people receiving OASI benefits 
has increased 150% in the last five 
years, according to social security ad- 
ministration. 

In June, 1950, 169 cf every 1,000 
aged persons, or - 2,094,000, were re- 
ceiving OASI benefits. Five years 
later, 423 in every 1,000 were receiving 
OASI. In June, 1950, OASI pension 
payments totaled $122.3 million, an 


average of $43.85 to 2.7 million re- 
cipients. Five years later, the number 
of recipients had dropped to 2.5 mil- 
lion, but total benefits had increased 
to $133.2 million, an average of $52.30 
per recipient. 


seman 
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* _* *The dividends in this 

illustration are neither estimated 

nor guaranteed, but are computed on 

the same basis as the scale of dividends in 

effect at the date of this illustration, Jan- 

vary 1, 1955. Similarly, the interest rate 

assumed is that currently allowed on such 
accumulations. 


Like driving a | 
ear for 30 ' 
then getting back | 





years ... 
more than you paid for it. 





Ind. Commissioner 
Seeks to Intervene in 
FTC-Inter-Ocean Case 


WASHINGTON—Inter-Ocean has 
filed an answer to the federal trade 
commission complaint charging the 
company with misleading advertising 
of its A&H policies, denying the charge 
and the FTC jurisdiction. 

Meanwhile, Indiana Commissioner 
Davey filed with FTC a motion to in- 
tervene in the case. He said a state 
order has been issued prohibitng the 
company from using certain forms of 
advertising. 

Mr. Davey said any FTC decision 
in the case will affect his state and 
“interpretation and application of its 
insurance laws.” 

Inter-Oocean says in its answer it 
is regulated by Indiana and other 
states in which it does business, that, 
therefore, it is not under FTC juris- 
diction, and that FTC complaint is 
moot. The FTC statement relative to 
latest developments in the case states 
that advertising objected to by both 
authorities includes representations 
that advertised benefits are cumula- 
tive rather than alternative and that 
persons are insurable regardless of 
physical condition. Indiana’s order 
prchibits statements such as, “this pol- 
icy is non-cancellable,” unless all ad- 
vertisements state on their face that 
policies are renewable only at the op- 
tion of the firm. 

In addition to charges considered 
by Indiana, the FTC has complained 
that the firm misrepresents the num- 
ber of accidents and illnesses covered 
= the amounts payable for surgical 
ills. 

In his motion, Mr. Davey said a com- 
plete determination of the issues raised 
in the complaint cannot be made unless 
Indiana is made a part or permitted 
to intervene and be heard. 

Inter-Ocean maintains it does not 


_— 
engage in advertising as such but sells 
its insurance through agents who are 
furnished promotional material. This 
material is not misleading or deceptiye 
the company says. ; 

The statements cited by the Ff¢ 
as false, the firm declares, have beep 
taken out of context, and when read jp 
their entirety are entirely accurate 
proper and true. ; 

Set for hearing here Nov. 8 before 
FTC examiner Cox, was the commis. 
sion’s complaint against Postal Life 
& Casualty. J. W. Brockfield and Don. 
ald King are FTC counsel supporting 
the complaint. 


Equitable Otters Small 
Group A&H Package 


Equitable Society has introduced a 
small group plan, known as “package 
insurance plan,” for companies em. 
ploying as few as 10 persons. 

Benefits will include life, accidenta} 
death and dismemberment, weekly in- 
demnity for earnings lost due to illness 
or accident, and hospital, surgical ang 
in-hospital medical cost reimburse. 
ments. 

Various schedules of benefits will be 
available to provide flexibility jn 
meeting employer needs and conditions 
in particular localities. The schedules 
offer life and accidental death and dis. 
memberment from $2,000 to $5,000, 
with a further choice of three plans 
providing higher amounts for execu- 
tives and supervisors from $5,000 to 
$7,500. Weekly payments for loss of 
time due to sickness or accident range 
from $21 to $42. Hospital daily room 
and board benefits range from $8 to 
$15, plus reimbursement for surgical 
fees up to $300. Also provided is reim- 
bursement for doctors’ changes for 
treatment of non-surgical conditions in 
the hospital. 
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RECRUITING STUDY 


Boston Managers 
Seek to Interest 
College Graduates 


Winslow S. Cobb of Connecticut Mu- 
tual Life, trustee of National Assn. of 
Life Underwriters and current presi- 
dent of Boston General Agents & Man- 
ager’s Assn. has inaugurated a cam- 
paign to attract college graduates into 
careers aS life agents. 

Realizing that such careers have long 
failed to appeal to the vast majority 
of college graduates, Mr. Cobb, through 
the auspices of the managers’ associa- 
tion, is trying to find out why. 

An all-day meeting of placement 
representatives from 15 Massachusetts 














Prudential Names Loper 


Regional Supervisor 


Prudential has promoted Walter L. 
Loper to regional supervisor in the or- 
dinary agencies department. 

Mr. Loper joined the company in 
1948 at Providence and was assistant 
manager for six years. He went to the 
Newark home office early this year as 
training consultant. 


Eastern N ames Triangle 


Eastern Life has appointed Triangle 
Underwriters, Inc., general agents in 
New York City. Dan Cohen, formerly 
with Penn Mutual Life in Brooklyn, 
heads the new life department. The 
agency, at 17 John street, also serves 
brokers in other lines. 


October Sales Gain 35% 

Mutual of New York’s submitted 
business in the U.S. and Canada in 
October totaled 18,150 applications for 
$118,725,000 of life and A&H, increase 
of 35%. The western division led in 
submitted business volume with $33,- 
750, 000. The central division ranked 
first in number of applications with 
5,234. 





Dickey Retires from Pan-American 


Frank L. Dickey, a member of the 
premium accounting department of 
Pan-American Life, has retired under 
the company’s pension plan after 32 
years of service. 





Ronald G. Trumble, New York Life 
manager at Lansing, Mich., was hon- 
ored by associates at a luncheon mark- 
ing his 30th company anniversary. 
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colleges and universities with the offi- 
cers and directors of the managers’ 
group will take place Nov. 29 in Boston. 
Topics include: 

1. Why more college students do not 
become life agents? 

2. Why they are reluctant to enter 
this field? 

3. What should be done to make it 
more attractive to seniors as well as 
post-graduates? 

4. The role of placement director in 
placing graduates. 

5. The:placement director’s concep- 
tion of what the life insurance industry 


is and what it can do to attract a higher 
percentage of graduates. 

6. What can general agents and 
managers do without company help to 
make their profession more attractive 
to college graduates? 

Mr. Cobb is confident that these dis- 
cussions will result in a much greater 
number of graduates entering the in- 
surance profession. 

Some interesting possibilities which 
have already come to light are the 
possibility of on-the-campus aptitude 
testing, the development of job forums 
on the campus to include the life in- 


surance business, establishment of a 
regional survey of schools represented 
by placement directors in the area, 
establishment of a clearing house of 
information for both groups, and the 
extension of the idea to a national 
basis. 

Mr. Cobb’s project is presently fi- 
nanced by the managers association. 
However, though not expensive, con- 
tinuous experimentation may be be- 
yond the financial capacity of the asso- 
ciation. It is hoped that if results war- 
rant, the New England life companies 
will be willing to share the expense. 
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Armchair generals are conspicuous by their absence 
among Home Office people at Minnesota Mutual 
Life! You'll find Minnesota Mutual men in the Field 
... giving shirt sleeve, down-to-earth help in front of 
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The “Star of the North” is the fastest growing mutual 
company because it has developed the plans and the 
tools to put a new man into production fast... keep 


Underwriting. 


Typical presentations are Minnesota Mutual’s Suc- 
cess Bond Story, Mortgage Cancellation Plan and 
unique Business Insurance Proposal. Each is “‘trig- 
gered”’ by visual sales aids that really work ! 


Behind all this lies a higher-pay incentive contract 
incorporating an unusual combination of persistency 


fees. 


These are the reasons why the “Star of the North” 
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. demonstrating how to get results with 
sales tools that have no peers in the industry. 
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Mass. Mutual Promotes 
O’Brien and Burati 


Massachusetts Mutual Life has ap- 
pointed Robert V. O’Brien and Ray- 
‘mond L. Burati assistant underwriting 


‘secretary and assistant counsel, re- 
spectively. 
Mr. O’Brien, who joined the com- 


pany in 1927, was in the policy depart- 
ment until 1943. He has been an un- 
derwriter since 1948. 

Mr. Burati, with the company since 
1930, was appointed attorney in 1953. 





Insurance Equity Up 


$1.3 Billion in Quarter 


WASHINGTON—Securities and Ex- 
change Commission reports that dur- 
ing the second quarter of 1955 equity 
in private insurance rose by $1.3 bil- 
lion, $100 million more than in the 
similar period of 1954. 

Saving by individuals through in- 
creased equity in government insur- 
ance, social security, etc., amounted to 
$1.2 billion, highest in three years, “‘re- 
flecting not only larger appropriations 
in the various trust funds during the 
period but also reduced unemployment 
benefit payments.” 


Elect Bell President of 
Canadian Underwriters 


Wray Bell, underwriting executive 
of London Life, has been elected 
president of Canadian Home Office 
Life Underwriters Assn. He succeeded 
G. A. Skelding, underwriting executive 
of Confederation Life. Miss Marion 
Williams, Imperial Life, was appointed 
secretary to succeed Don Spalding, 
Manufacturers Life. 

Representatives of Canadian and U.S. 
companies met in Toronto to discuss 
latest trends in assessing life appli- 
cations. R. Leighton Foster, general 
counsel of Canadian Life Insurance 
Officers Assn., spoke on practices in 
Europe. He has been on a world trip. 





Cites Guarantees in 


Insured Pension Plans 
Experience has shown many _ in- 
stances of difficulties met by self- 
administrered pension plans because of 
underfunding, Frank Stringfellow, as- 
sistant secretary of Life of Virginia, 
said at an insured pension plans forum 
sponsored by Newark CLU chapter. 
In undertaking a self-administered 
plan, the employer enters the annuity 
business and deprives employes of a 
‘hird-nartv guarantee of security in 


their old age, he said. There is no 
maximum limit on future costs. 

When a dollar is deposited with an 
insurance company, the employer is 
given a guarantee as to what the dollar 
will do, even though it may be 40 or 
50 years before it is expended, Mr. 
Stringellow said. 

James. C. Wiggins, Assistant coun- 
sel and administrator of employe ben- 
efit plans of Mutual Benefit Life, said 
business-wide acceptance of formal 
funded pensions was generated by the 
introduction of federal old age bene- 
fits and the recent increase in the 
primary benefit. This acceptance has 
been stimulated by bargaining efforts 
of organized labor, competition in the 
labor market, and the favorable pub- 


licity given pension programs in the 
press. 
Richard K. Farrington, pension 


representative of the group department 
of Prudential, explained the range of 
insured pension contracts available. 

William I. Rosenthal, Life of Vir- 
ginia, Newark, was moderator. 





Frank H. McCown of Waco, Tex., 
set a new production record for Texas 
Life during the first nine months of 
the year, writing paid business of $1,- 
111,101. He marked his 25th anniver- 
sary with the company in September. 








A key 
to getting ahead... 


It’s the key worn by the 
Chartered Life Underwriter. 
Today 433 Prudential 
representatives proudly wear 
this key... including 46 
newly-designated Chartered 
Life Underwriters. 


In addition, two “Pru” men 
received the Certificate in Life 
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Insurance Agency Management 
and one received an Associate 
Certificate from the American 
College of Life Underwriters. 


To these men (listed at the 
right) and to all C.L.U.s—a 
salute from Prudential for 
contributing to the stature of 
the life insurance industry. 
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New C.L.U.s—1955 
Joseph M. Barg 

John W. Bieber 
Robert Blakeney 
George C. Burner 
Lawrence B. Carr 
John G. Chase 

Mark B. Conolly 
Darrell R. Couey 

Tom H. Crawford, Jr. 
Donald H. Dilmore, Jr. 
Herman Eastland, III 
Theodore W. Fetters 
Edward L. Illis 
Eugene Jacobowitz 
Kurt Jahn 

Ardene C. Kalkoske 
Charles C. King 

E. Charles Klima 
Edwin L. Knetzger, 
Ralph Marvil 

Robert N. Marks 
Merle Mattenson 
Everett P. Medearis 
William Q. Meeker 
Randall A. Miller 
Richard H. Miller, Jr 

Roy O. Miller 

James J. Moore, Jr. 

Vernon H. Murray 

E. William Nash, Jr 
Leonard W. Nelson 

Wilbur Neustein 

R. Wayne Nisbett 
Bernard M. O’Connor 
Pellegrino P. Porraro 
Joseph M. Shirley 
Emanuel Silberman 

J. Arthur Smith, Jr. 
Emmett H. Spangler 
Lawrence W. Strattner, Jr. 
Joseph W. Tallman, Jr. 
Edwin T. Thorpe, Jr. 
Louis N. Varnado, Jr. 
Richard J. Wiléox 

Gerard J. Williams 
Richard J, Woolley 


Received Certificate in 
Life Insurance 

Agency Management 

W. Paul Alderson, C.L.U. 
Merle Mattenson, C.L.U.* 
Hyman B. Parks, C.L.U. 


*Received Assuciate’s Certificate 
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Cal. ASH Managers 
Elect R. H. Yorks 
at Los Angeles Meet 


LOS ANGELES—Rangal H. Yorks of 
Fireman’s Fund group, San Francisco, 
was elected president of California 
State Assn. of A&H Managers at its 
25th annual meeting here. He succeeds 
Charles I. Wise of Continental Casual. 
ty, who was transferred to Denver, 

Other new officers are Lloyd Wood 
of Hartford Accident and Charles p. 
Brovan, general agent for Mutual 
Benefit H.&A., both of San Francisco, 

Deputy Commissioner Norton of the 
California department outlined the 
changes in California’s licensing laws 
and explained the differences jin ]j- 
censing of agents and solicitors. He 
said conferences to determine mini- 
mum standards for incorporation jp 
A&H policies are being held between 
department officials and leaders of the 
A&H industry. 

Drs. Robert Rutherford and Charles 
Ormond, members of California Assn. 
of Chiropodists, presented a forum on 
“industrial foothelps.” They pointed 
out that chiropodists are licensed by 
the state, provide a service and desire 
to have their status clarified in A&H 
policy terms. 

Mr. Yorks, in his acceptance address, 
painted a rosy picture of the future of 
the industry. He urged the develop- 
ment of new coverages and the im- 
provement of those already established, 

“To raise the stature of our indus- 
try,” he said, “the salesman must know 
his product, work with the companies 
and make absolutely complete appli- 
cations. The underwriter must work 
with the salesmen and_ underwrite 
carefully.” 

Wesley S. Bagby, comptroller for 
Pacific Mutual Life, discussed the Uni- 
vac system recently placed in opera- 
tion at the Los Angeles office of Pa- 
cific Mutual. He reviewed the con- 
siderations which led the company to 
install the Univac and discussed its 
operation. 

Mr. Bagby traced the development 
of electronic data processing tech- 
niques since the first Univac installa- 
tion by the United States Census Bu- 
reau in 1950 and pointed out differ- 
ences in capabilities of data processing 
systems and computing mechanisms. 

Martin J. Asher, special agent for 
Massachusetts Protective and Paul Re- 
vere Life, was the closing speaker at 
the convention. 

“If you are interested in daytime 
selling; if you want a good morale 
builder; if you are willing to be pa- 
tient; if you really want to get smooth 
in your work—then try cold canvass- 
ing,” he said. “Cold canvassing builds 
itself around the ‘cold-pitch,’ intelli- 
gent use of the telephone, individually 
designed preapproach letters and 
greater selectivity in direct mail. The 
exploitation of key-men A&H lends 
itself very well to this method, but 
cold canvassing can only be as good 
as the proper follow-up applied to it. 

The 1956 convention will be held in 
San Francisco. 





Bergen-Eiber Sponsors Lite Course 


Bergen-Eiber agency of Mutual 
Trust Life in Brooklyn is conducting 
its 17th semi-annual practical course 
on life insurance. Five free weekly 
two-hour lectures are being held be- 
tween Nov. 8 and Dec. 6. Instructors 
are Bernard M. Eiber and Bernard S. 
Bergen, general agents, and Alvin H. 
Lehman. 
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canadian Agents’ Head 
Cautions on Excesses 
in Some Group Trends 


While agents are not opposed to 
sroup business as such,—unreasonably 
iarge limits of group life insurance, 
piling group on group, and the forma- 
tion of so-called synthetic groups for 
group insurance purposes, are not in 
the pest interests of the public, the 
life insurance companies, or the agency 
forces of the companies,” Cc. W Meal- 
ing, agent of North American Life 
in Toronto and president Life Under- 
writers Assn of Canada, told the annual 
meeting of LIAMA in Chicago. 

Consider, said Mr. Mealing, the man 
who has a substantial amount of group 
life, and also participates in his com- 
pany’s group pension plan: If he buys 
personal life insurance it will prob- 
ably be on a low premium basis and 
low premiums mean low cash values. 

This man is happy and quite con- 
tent because he “knows” his family 
will be financially secure if he dies 
prematurely, and he “knows” he will 
be financially secure if he lives to re- 


tirement. 


“But let us face the facts,” Mr. Meal- 
ing continued. “Over the years many 
changes take place. Many men quit 
their positions or are discharged. Mer- 
gers and changes of management oc- 
cur. Employe benefits are discontinued 
or perhaps drastically reduced to meet 
business conditions. 

“Now what about the security in 
which this man basks so blissfully? 
If he should be the victim of change 
can he afford to convert his group in- 
surance. Can he purchase retirement 
income to replace his employer’s 
group pension? Has he cash reserves 
at his command for this and other 
emergencies?” 

From the agent’s point of view, Mr. 
Mealing said: the stupendous growth 
in the group pension plan has been ac- 
companied by a marked decrease in 
the average premium of the individual 
contracts and many agents are now 
majoring in the sale of low premium 
policies. 

If I were an agency officer I would 
make an exhaustive study of the cause 
and effect,” he said. 

“T believe that the reason many field 
men are majoring in the low premium 
field is the ever-present pressure for 
volume. Have we lost sight of a part 
of a function of a life insurance com- 
pany because of a desire for an ever- 
increasing volume of business? 


“Pressure for volume if placed upon 
you, Mr. Agency Executive, must be 
relayed to the general agent or branch 
manager. He in turn, has no alterna- 
tive and must set higher quotas for his 
men. His agency contest will be geared 
to produce volume, and his awards 
will be set on a volume basis. 

“The same pressure which causes 
the agency manager to do this may 
also influence the agent to quote on 
a volume basis when in the presence of 
4 prospect. 

“T doubt if under these circumstan- 
tes either a branch manager or an 
agent can render the public the best 
service of which he is capable. . . . 
Those of us who were in the busi- 
hess during the depression years of 
the ’30s will never forget that life in- 
surance Saved thousands of homes and 
families from financial chaos. Family 
men used their life insurance policies 
to assist their families during times 
of severe strain and stress, and were 





Weeas 


glad they had these reserves to which 
they could turn. 

“Are we agents and company of- 
ficials failing in our responsibilities to 
our policyholders? Are we contribut- 
ing to a false sense of security? Shall 
we some day have to face policyhold- 
ers who have become disillusioned?” 

“The growth of investment trusts 
and other forms of thrift indicate that 
our policyholders are concerned about 
their future security, and furthermore 
that they have surplus money for sav- 
ing. 





Prudential Names Wilson 


to New Investment Post 


Prudential has appointed John J. 
Wilson Jr. to the newly created posi- 
tion of executive general manager of 
the mortgage loan and real estate in- 
vestment department at Newark. He 
has been investment officer at the 
Canadian head office in Toronto. 

James B. Murray Jr., associate gen- 
eral manager at the north central 
home office in Minneapolis, succeeds 
Mr. Wilson at Toronto. 

Mr. Wilson joined the company in 
1935 and was manager of mortgage 
loan activities in New England before 
going to the Canadian post in 1949. 


Propose LIAMA Dues 
Formula to Reflect 
Industrial and A&H 


Seven proposed changes in the 
LIAMA constitution were presented to 
members for discussion during the an- 
nual meeting in Chicago. 

While company votes were per- 
mitted during the executive session 
Monday it was announced that final 
action would be taken at a meeting in 
New York City Dec. 12. 

The major proposal involves a new 
dues formula. LIAMA President R. R. 
Davenport, who is vice-president of 
Southwestern Life, explained that the 
new formula has been designed not to 
increase dues, but to redistribute them. 

“The new formula gives weight not 
to ordinary insurance alone,” he said. 
It also places a small weight on in- 
dustrial life premiums and accident 
and sickness premiums.” He said this 
comes as a direct result of demands 
from combination companies, and life 
companies writing A&H, which felt 
they should be allowed to pay for and 
demand greater service in their fields, 
as well as from ordinary companies 


which felt that a formula based strictly 
on ordinary insurance did not produce 
money for use in other fields. 

At the present time LIAMA’s dues 
formula is based entirely upon a com- 
pany’s gross amount of ordinary in- 
surance in force. In contrast, the new 
formula will be based on premium, 
with varying weights for ordinary, in- 
dustrial, and A&H. 

Mr. Davenport explained that in this 
redistribution it is inevitable that 
some companies would pay less, some 
about the same, and others would pay 
more. 

In his keynote address to the annual 
meeting, Mr. Davenport outlined two 
other proposed constitutional changes 
dealing with requirements for admis- 
sion to LIAMA membership. 

“First, it will be proposed that we 
change from the present method of 
passing upon applications for member- 
ship to a system of extending invita- 
tions by the board of directors,” he 
said. “Second, there will be a proposal 
to raise the basic requirement of $5 
million of ordinary insurance in force 
to $10 million, written by the company 
and not purchased.” 





WE LIKE THIS... 


‘“, . . . The important feature of my experience with 
the Provident Life and Accident is that it offers every 
important item of service to its agents and policyowners. 
. .. One noticeable thing I have observed is that every 
letter from the home office, whether by the head of a 
départment or by a clerk, is uniformly courteous. That 
spirit causes the recipient, whether a claimant or appli- 
cant, to feel that he is appreciated. .. .’ 


This letter from a successful producer states what 
we are frying to do for all of the fine group of 
men and women in the field organization. 
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The Surgical Fee Probe-a Good Omen 


The recently announced special 
study of surgical fees that the Ameri- 
can College of Surgeons is launching 
seems like a good omen for the wider 
coverage of surgical expenses through 
private insurers. 

Surgeons’ fees are not, in general, 
a source of legitimate complaints. 
Nevertheless, there have been cases 
where the existence of insurance has 
apparently caused a surgeon to charge 
more than he otherwise would. These 
situations point to a need for some 
kind of control that would not leave 
insurers as vulnerable as they are now 
to possible overcharges. 

A present difficulty in attempting to 
cover all surgical expenses through 
insurance is the lack of any kind of 
control over what the surgeon can 
charge, except the surgeon’s conscience 
—unless the company wants to resort 
to complaining to the board of censors 
of the county medical society. This is 
certainly not a happy solution, even 
though it is available as a last resort 
against the relatively few cases of un- 
conscionable overcharging. 

There have been reports that the 
general practitioners are aroused about 
instances of high fees charged by sur- 
geons for what seemed like small 
amounts of work. The physicians felt 
that these surgeons were putting an 
exaggerated market value on their 
services as compared with the hard- 
working family doctor. 

Unfortunately, there have been just 
enough instances of high charges by 
surgeons to irritate the general public 
and the physicians who hear about 
them. It is of course understandable 
that since the usual practice of physi- 
cians and surgeons is to adjust their 
fees to the patient’s ability to pay the 
surgeon should charge some people 
more than others. Moreover, a person 
in moderate circumstances who has a 
high-limit surgical policy puts himself 
in the rich-people class thereby and it 
is not surprising that the surgeon re- 
gards him as able to meet a high fee 
as easily as the local millionaire can, 
since much of the bill is to be taken 
care of by the insurance company. 

It is also unreasonable to expect 
that just because a man is a skilled 
surgeon he should also be a good busi- 
ness man or a good public relations 
man—for himself or his profession. If 
he charges too high a fee, it may be 
because he is a poor financial manager. 
It may even be because he charges 
many of his patients far less than they 
should pay. In any event, whether he 
is overcharging with a cynical disre- 
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gard of possible repercussions or he 
simply lacks good judgment in the 
price-setting department, it is highly 
desirable that some sort of standard be 
brought into play and generally ac- 
cepted. 

If this is not done, the surgeon who 
charges a reasonable scale of fees and 
does not boost them up out of reason 
when a heavily insured person comes 
his way suffers from the ill-will gen- 
erated by the high-charge surgeon 
while the latter walks. off with the 
heavy dough. Thus, the situation re- 
sulting from these relatively rare cases 
of overcharging must be just as galling 
for the great majority of surgeons as 
to the general practitioners and the 
public. 

In announcing the special study of 
surgical fees, Dr. I. S. Ravdin of Phila- 
delphia, chairman of the American 
College of Surgeons board of regents, 
mentioned that any patient who feels 
he has been overcharged already has 
the means of redress, through com- 
plaint to the board of censors of the 
county medical society. Most people, 
Dr. Ravdin said, don’t know about this. 

It might be added that even if they 
did know about it, it is not a very 
satisfactory way of taking care of the 
high-charge situation. A patient may 
so highly respect the surgeon as a 
skilled operator as not to want to take 
him to court, as it were, by blowing 
the whistle on him. It would be far 
better if the surgeons with the over- 
charging tendencies could be brought 
into line by their fellows so that the 
need for cutting their fees down to 
size would not mar the surgeon-patient 
relationship. 

Since much of the success of surgical 
insurance plans and major medical de- 
pends on keenving claims within reason, 
the insurance business has every rea- 
son to hope that the American College 
of Surgeons investigation will result 
in controls that will make it possible 
for insurers to provide more complete 
surgical coverage than they do now 
and still keep the price within reason. 


PERSONALS 


Norbert F. Winter, of the Victor- 
Winter home office agency of Minneso- 
ta Mutual Life, has been elected a di- 
rector of American Cancer Society. 











Lee M. Gammill, general counsel of 
New York Life, has been named chair- 
man of the life company executives 
committee of the insurance division of 
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Manhattan business men’s committee 
for the 1956 finance campaign of 
Greater New York Councils, Boy 
Scouts of America. 


Edgar V. Stewart Jr., a Travelers 
agent at Los Angeles, was installed as 
grand master of California lodge of 
Masons during the annual gathering at 
San Francisco. 


E. M. McConney, president of Bank- 
ers Life of Iowa, was initiated into 
the Drake university Helmet and 
Spurs Circle of Omicron Delta Kappa, 
national leadership fraternity, at the 
group’s annual breakfast. Mr. Mc- 
Conney, who addressed the meeting, 
was honored for leadership in busi- 
ness and community service. He is a 
member and past chairman of Drake’s 
board. 


Victor M. Stamm, Milwaukee, re- 
tired general agent for Northwestern 
Mutual Life, and Mrs. Stamm recently 
observed their golden wedding anni- 
versary. 


Powell B. McHaney, president of 
General American Life, has been elect- 
ed a director of Lindenwood college, a 
girl’s school at St. Charles, Mo. 


Oliver P. Bennett, recently appoint- 
ed Iowa insurance commissioner, will 
serve out the un- 
expired term of 
the late Com- 
missioner Fischer 
subject to confir- 
mation of the ap- 
pointment by the 
Iowa senate. Mr. 
Bennett’s career 
has been primari- 
ly legal and politi- 
cal. He was admit- 
ted to the bar in 
1915 and served as 
Monona coun- 
ty district attorney and a state senator. 
He resides at Mapleton where he prac- 
tices law. 


Oliver P. Bennett 


Byron K. Elliott, executive vice- 
president of John Hancock, has been 
elected to the board of Boston Society 
of Natural History. 


DEATHS 


RAYMOND F. LOW, 64, president of 
American Reserve Life and founder of 
the company in 1924, died unexpected- 
ly. He had been active the day before 
his death. Mr. Low had made plans to 
retire next March. 











ROY C. SIMPSON, 66, general agent 
of Pilot Life at Greenville, S. C., for 39 
years, died in his home after an illness 
of six months. 


MERLE THORPE, 76, Washington, 
D. C., a trustee of Northwestern Mutual 
Life, died after a long illness with can- 
cer. He was editor of Nation’s Business 
for about 30 years and later an execu- 
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tive for Cities Service Co., and Was 3 
director of a number of Corporation, 


MRS. RUTH ARMSTRONG DAN. 
NER, 67, wife of Paul R. Danner, jp. 
tired vice-president and Secretary 
American International Re, died at 
Somerset, N. J., while visiting a daugh. 
ter. Her home was in New York qj 
Mr. Danner was formerly general map, 
ager of Asia Life in the Philippines 


GEORGE A. MORROW, 79, forme, 
president of Imperial Life of Canad; 
died in Toronto. He became presigen, 
in 1914 at 37 years of age. He had been 
on the board for 50 years. / 


MERVIN W. HESS, 51, Madison 
Wis., agent for Lincoln National Life 
died there. He had been under treg;. 
ment for a heart condition. Mr. Heg, 
was an insurance man for 30 years 


DUKE LYNN, 66, retired Prudentig, 
agent, Muskegon, Mich., died of , 
heart attack. He transferred from y 
Louis, and had devoted 31 years to the 
insurance field, retiring in 1952, 








New Ky. Insurer Makes 
Headlines: Called 
Politically Motivated 


Incorporation papers filed for State 
Ins. Co. of Kentucky made the politica] 
headlines when the Republican cand. 
date for governor, E. R. Denney, js. 
sued a statement charging the ney jp. 
surer was being formed to write cover. 
age on state properties. Mr. Denney 
said supporters of A. B. Chandler were 
out to get in on the ground fioor. 

Among the incorporatcrs are C, R 
Barnes, former state finance comnis- 
soner; H. Clyde Reeves, former com- 
missioner of revenue; P. Rogers II, for- 
mer state director of accounts and 
control, and Rebert B. Hensley, Louis- 
ville attorney and executive secretary 
to former Gov. Clements.: 

Another incorporator is Paul D, 
Doolen, executive vice-president of 
Bankers Life & Casualty of Chicago. 

State Ins. Co. of Kentucky actually 
is cne of three such insurers being or- 
ganized by persons affiliated with 
Bankers Life & Casualty interests. Mr. 
Reeves is a director of Bankers and 
a former vice-president of that com- 
pany. State Ins. Co. of Mississippi and 
State Ins. Co. of Michigan also are in 
the process of organization, although 
with different incorpcrators. These 
companies will be operated independ- 
ently of Bankers, although depending 
upon Bankers for certain services such 
as actuarial and accounting assistance. 





Travelers Declares 


Extra of 10 cents 

Travelers has declared an extra di- 
vidend of 10 cents per share, payable 
Dec. 10 to holders of Nov. 11. 





Philip L. Newcomb, formerly with 
Bankers Life of Iowa, has been 4)- 
pointed a supervisor at Los Angeles 
for the Hackman-Feustel agency o 
Lincoln National Life. 


OFFICERS: 

Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 2140. 








ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 

CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
R. J. ‘\iezhaus, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. oods, Sales 
Director; George C. Roeding. Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist. Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg.. Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—502 Lafayette 
Tel. Woodward 1-2344. A. J. Edwards, 
dent Manuger. 


Bidg., 
Resi- 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103. Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres., J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg. “A 
Atlantic 3416. Clarence W. Hammel. Residen 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad oe 


Room 1127, Tel. Pennypacker 5-3706. 





Fredrikson, Resident Manager. 
SAN FRANCISCO 4, CAL.—Flatiron Bldg, y 
Market St., Tel. Exbrook 2-3054. A. 
Wheeler; Pacific Coast Manager. 
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Fete Duval on 50 


Northwestern Years 

NEW YORK—Herman Duval of the 
Willis McMartin agency of North- 
western Mutual Life, here, was hon- 
ored by the company at a luncheon 
marking his completion of 50 years as 
a Northwestern Mutual agent. 

During that time he has paid for 
more than $53 million in the North- 
western alone on nearly 4,600 lives. 

Mr. McMartin, as toastmaster, intro- 
duced a number of speakers, including 
some of Mr. Duval’s prominent policy- 
holders, and President Edmund Fitz- 
gerald and Vice-president Grant L. 
Hill of the home office. Mr. Hill pre- 
sented a framed scroll to Mr. Duval 
and an orchid to Mrs. Duval. 

Recalling the early days of his ca- 
reer, Mr. Duval said that in contrast 
to today, the public was lukewarm on 
life insurance and it sometimes took 
six months to a year to convince. a 
prospect that he needed insurance. He 
said the greatest fault of most life 
insurance men today is that they don’t 
utilize their time to the best advantage. 
He said agents should make every 
minute of the day count, like the sur- 
geon who starts operating at 8:30 a.m. 

Mr. Duval has led the company and 
has consistently been one of its top 
producers. 





Aetna to Continue Same 
Dividend Scale in 1956 


Aenta Life will continue dividends to 
participating life policyholders in 1956 
at the present scale. 

The interest rate in the participating 
department on proceeds of policies left 
with the company and on dividend 
accumulations will continue at 3% fer 
all interest payments falling due in 
1956, except where a higher rate is 
guaranteed. In the non-participating 
department, the rate of interest to be 
paid on funds held by the company 
also will be 3%, except where a higher 
rate is guaranteed. 


Underwriters Form Club 


Northeast Home Office Underwriters 
club has been organized in Boston to 
encourage congenial relations among 
members and provide a forum for ex- 


change of ideas and advancement of 
underwriting knowledge. 

Membership is open to all home of- 
fice underwriters of legal reserve life 
companies in New England. The club’s 
next meeting is set for Mar. 16. 

Officers are: Raymond Hillman, 
New England Mutual Life, chairman; 
George Clark, Massachusetts Mutual 
Life, 1st vice-chairman; William Ing- 
ham, United Life & Accident, 2nd vice- 
chairman; and Howard Nelson, John 
Hancock, secretary. 


Hohaus, Cruikshank 


Subcommittee Witnesses 

WASHINGTON—Reinhard A. Ho- 
haus, vice-president and chief actuary 
of Metropolitan Life, and Nelson 
Cruikshank, director of social insur- 
ance activities of American Federation 
of Labor, are among witnesses sched- 
uled to appear before a subcommittee 
headed by Sen. Sparkman of Ala- 
bama studying low income families for 
the joint committee on the economic 
report. 

The subcommittee will investigate 
health needs of low income families, 
what the federal government can do 
to help make medical care available 
to them, and existing gaps in govern- 
ment-sponsored economic security pro- 
grams. 


Women’s Round Table 


Names Committee Heads 


Committee chairmen for the next 
year of Women’s Quarter Million Dol- 
lar Round Table are: Miss Alberta M. 
Light, Detroit, program; Miss Hedwig 
L. Eichenberg, Kansas City. member- 
ship; Miss Helen Rupp, St. Paul, edu- 
cation; Mrs. Florence M. McConnell. 
Galesburg, Ill., nominations; Mrs. Eu- 
nice C. Bush, Baton Rouge, La., legis- 
lation. and Miss Dorothy M. Boond, 
New York City, publicity. 

The group plans to conduct a drive 
to add to its present membership of 245. 


The two Cleveland agencies of Lin- 
coln National Life have moved to the 
National City Bank building where 
they will occupy combined offices, 
though continuing to operate separ- 
ately. The agencies are headed by 
Lloyd H. Feder and Seth A. Bardwell. 

















3 Peter M. Fraser, chairman of Connecticut Mutual Life, has been presented the 

outstanding boss of 1955” award by Greater Hartford Junior Chamber of Com- 
merce. He received the citation as head of a company employing more than 100 
Persons. Shown, left to right, are: Robert P. Nichols, president of the junior 
chamber; Edward Olson Jr., chairman of the awards luncheon; Mr. Fraser; and 
Francis E. Gray, secretary general of Greater Hartford YMCA, who received 
the “ontstanding boss” award for organizations employing less than 100 persons. 


American United Issues 
Men'’s Disability Policy 


American United Life is issuing a 
new non-cancelable guaranteed renew- 
able disability policy. 

Written for men only, the policy can 
provide $50 to $500 monthly payments 
in the event of total disability due to 
accidental bodily injury or sickness. 
There is no requirement for house con- 
finement. 

Other features include waiver of 
premiums after 90 days of total dis- 
ability and no reduction in indemnity 
because of occuptional change. No dis- 
eases are excluded. 

Following total disability, partial 
disability receives one-half the stated 
benefit up to six months. Requiring 
a medical examination, the policy be- 
comes incontestable after two years. 
Total disability from accident pays 
monthly indemnity for life. The bene- 
fit term for total disability due to sick- 
ness is optional: 10, 5 or 3 years, but 
not beyond age 65. 

Policies with 10 and five year li- 
mits for sickness benefits contain a 
stipulation that benefits begin after 
30, 60 or 90 day elimination periods. 


The available elimination periods on 
three-year limit are 14, 30 and 60 days. 

Issue age limits are 21 to 54 with 
the policy renewable to 65. All poli- 
cies are written on a level-premium 
participating basis. 

A typical rate is: $72.44 annual pre- 
mium at age 35 (60 days eliminated) 
$100 monthly indemnity, lifetime acci- 
dent, with a sickness benefit period of 
10 years. 


1956 Dividends Total 
$195 Million on NSLI 


Dividends totaling $195 million will 
be paid next year to 5 million National 
Service Life participating term and 
permanent policyholders and $24 mil- 
lion to 370,000 U. S. Government Life 
permanent policyholders. 

Basic factors of the 1956 dividend 
scale for NSLI and USGLI will remain 
unchanged from the 1955 schedules, al- 
though next year’s payments may vary 
slightly from this year’s due to age of 
policyholders and duration of policies. 
Dividends will be paid for each month 
the insurance is on a premium-paying 
basis during the policy year ending in 
1956. 





to be found. 










Or inquire of Greenbrier offices in: 








America’s Informal Business Capitol 


The Greenbrier’s new West Wing offers groups up to 
1000 the finest and most modern meeting facilities 


The auditorium, the theatre, and various-sized 
smaller meeting rooms provide complete privacy and 
air-conditioned comfort for all types of functions. 
The latest P.A. systems, stage and movie equipment 
(including a CinemaScope screen in the theatre) are 
available. Attentive service is, of course, axiomatic 
at America’s leading resort hotel—The Greenbrier. 


Special all-inclusive Group Rates effective December 1, 1955, to February 29, 1956. 


For complete information, address: 
DIRECTOR OF SALES 





WHITE SULPHUR SPRINGS, 
WEST VIRGINIA 


New York, 17 E. 45th Street, MU 2-4300 

Boston, 73 Tremont Street, LA 3-4497 

Chicago, 77 West Washington Street, RA 6-0625 
Washington, D. C., Investment Bldg., RE 7-264Z 
Toronto, 80 Richmond Street, West, EM 3-2693 
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American United Plans Two 
Risk Selection Seminars 


Response was so great to announce- 
ment of the American United Life risk 
selection seminar that the company 
will hold two fall sessions, to be held 
at the home office in Indianapolis Nov. 
7-11 and Dec. 5-9. A spring session as 
usual will be held in 1956. 

The seminars are planned to supply 
organized teaching to personnel newly 
assigned to home office underwriting. 
Covered are such general topics as un- 
derwriting impaired risks, the medical 
director and risk classification, hand- 


ling new business and policy issue, and 


reinsurance procedure. 


Pru Appoints Althoff 


Manager at Trenton 


Prudential has appcinted Charles H. 
Althoff manager at Trenton to succeed 
William K. Kalteissen, who has been 
named director of agencies at Newark. 
Mr. Althoff joined the Newark 
agency in 1949 and was named assist- 
ant manager in 1952. He went to the 
home office as sales training consult- 
ant in 1953 and has been regional 
supervisor in the ordinary agencies 
department since April. 








expect 


Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

14 Western States 





why not 


Why not expect more from the life insurance 
business? After all, it’s the men who expect more that 
usually get more from the business. However, there is 
one catch to the problem... 

Youve got to be a good man. 

Being a “good man,” first of all, means that you 
must expect a lot from yourself as a producer. Secondly, 
it means that you must be a part of an organization 
that is interested in helping you get more from the 
business. Here’s what we mean: 

When a new man meets the company standards 
at the Capitol Life, he gets better than average first 
year commissions. Along with this, he gets liberal sales 
bonuses plus his personal group life and A&S coverages. 
In addition, he receives effective sales training and 
enjoys the use of proven sales aids in selling competitive 
and exclusive contracts. But that’s not all... there’s an 
attractive company pension plan, too. This is what we 
mean when we say, “why not expect more from the 
business?” Capitol men do— 


any Capitol Life representative. 






Suet INSURANCE COMPANY 


WRITE: Thomas F. Daly Il, Vice President and Director of Agencies. 


OR... MAURICE E. SMEAD, Superintendent of Agencies 
324 American Bank Building, Portland, Oregon 


more? 


and they get it! Just ask 


DENVER, COLORADO 


Strattner to Berkshire 


as Training Director 


Mr. Strattner entered the business 
with Prudential at New York City in 
1948, advancing to division assistant 
manager in 1951 and division manag- 
er in 1952. He was named division 
manager of the detached agency at 
a Plains, N. Y., in 1953. He is a 


Los Angeles CLU Meeting 


Roy Steinbeck, managing director of 
American Society of CLU, told a joint 
meeting of Los Angeles CLU chapter 
and Los Angeles Life Managers that 
the insurance business is for the com- 
mon man. He said it was not a profes- 
sion in itself and that the life man can- 
not buy a place as a professional but 
must earn his stature. 

Mr. Steinbeck indicated that sales- 
maship comes before education for the 
life man and warned against over- 
education to the jeopardy of selling 
policies. 








Hancock Opens San Jose Office 
John Hancock has opened a district 
office in San Jcse, Cal., with Benjam- 
in Ashley as manager. 
Mr. Ashley, assistant manager at 


—<—< 


San Diego since 1949, joined the com. 
pany in 1947. Named assistant map. 
agers were Jack W. Peacock, who 
joined the company in 1947 at 
Angeles and has been assistant map. 
ager since 1948, and Charles T. Tajx. 
ington, who joined at San Diego in 
1953 and has been assistant manage 
since 1954. 





Fidelty, Ill., Names Two 


Fidelity Life of Illinois has ap. 
pointed as district managers Melvin 
L. Christopherson at Millington, Jy 
and Dale T. Adkins at Grinnell, J,’ 

Mr. Christopherson, previously for 
five years with Country Life, will serye 
in Kendall and Kane counties. Mr. Aq. 
kins has been in life insurance for 1 
years, most recently with Prudentia], 
His territory is Poweshiek county, 





To Sell 100,000 Stock Shares 


Protective Security Life of Beverly 
Hills, Cal., has received a permit trom 
the California department to sell 100,- 
000 shares of $10 par value stock at a 
price of $25 each, rather than 10,000 
shares aS 1eporived in a recent issue, 
Fresident of the company, which has 
its home office at 9441 Wilshire boule- 
vard, is Arthur Lewis. 
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Bankers Life 
‘23n22%5° Of Nebraska 


HOME OFFICE - LINCOLN 


Education 


@ Investment 


e Retirement 


The Premium Investment Plan offered by 
Bankers Life of Nebraska guarantees a full return 
on deposits in twenty years plus family protection 
for twenty years beginning now. This plan accumu- 
lates a cash value in twenty years equal to the 


This plan has been specifically designed to 
afford both protection and profit, and has been 
geared to meet any family need: education, invest- 
ment and retirement plus offering maximum insur- 
ance protection should the insured die before 
completion of the twenty payments. 
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utual Trust Life Hikes 
1956 Dividend Scale 10% 


Mutual Trust Life has increased its 
jividend scale an average of approxi- 
tely 10%, effective Jan. 1, 1956. 
“a increases will vary according to 
plan and age at issue, with the largest 
yecurring at the higher issue ages. 


ns Ontario Branches 


Great-West Life has opened new 
Ontario branches at Kitchener, with 
garry J. Reid as manager, and at St. 
Catharines, headed by J. C. Davey. 
The central Ontario branch has been 
renamed Toronto York, and hence- 
forth will concentrate activities in the 
urban market of Toronto. The Toronto 
western branch also will concentrate 
its activities there. ; 

Mr. Reid joined Great-West in 1937 
js an agent in northern Ontario, ad- 
vancing to district manager at Barrie 
in 1941. He is a past president of Bar- 
tie Life Underwriters Assn. and in 1951 
was a regional vice-president of the 
Canadian association. 

Mr. Davey who joined the company 
at Montreal in 1951, went to the home 
office the following year as agency as- 


sistant. 


Houston DITC School 

A Disability Insurance Training 
Council school has been organized in 
Houston with a enrollment of 18. Class 
meetings, held once a week, started 
Oct. 26 and will continue for 13 weeks. 
The instructor is W. H. Delaney, 
American General Life. 




















SECURITY AND SERVICE 


Boston Mutual is constantly re- 





viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 














INSURANCE STOCK 
SPECIALISTS 








Wood, Struthers & Co., Inc. 
Established 1905 
J. William Middendorf 


30 Wall St., New York 5, N. Y. 
Telephone - WHitehall 3-7474 














MANAGEMENT 
CONSULTANTS , 











Consultants 


in Marketing and Management 
for the Insurance Business 


FRANK LANG and ASSOCIATES 


1 NORTH LA SALLE STREET 
CHICAGO 2, ILL. FRANKLIN 2-2795 











Mass. Mutual Names 


Mason and Jennings 


Massachusetts Mutual Life has ap- 
pointed Dwight N. Mason Jr. general 
agent at Seattle to succeed Arthur H. 
Challis, who has retired after 41 years 





D. N. Mason Jr. 


F. G. Jennings 


with the company. Francis G. Jennings 
has been named general agent of a new 
agency at Oakland, Cal. 

Mr. Mason joined the company at 
Seattle in 1945 and was named dis- 
trict manager at Tacoma in 1948. He 
has been assistant general agent at 
Seattle since 1951. 

Mr. Challis, who will be general 
agent emeritus, became general agent 
at Seattle in 1922 after eight years as 
co-general agent at Peoria. He has 
written articles on life insurance. 

Mr. Jennings, formerly with Equit- 
able Society, entered the business in 
1947. He is a CLU. The new offices are 
at 3718 Grand avenue, Oakland. 





Holds Business Insurance School 

Provident Mutual Life held a week- 
long business insurance school for 13 
agents. During a series of lectures and 
seminars, intensive study was devoted 
to programming of partnership, cor- 
poration and sole proprietorship in- 
surance. 





No War Clause for Nationwide 

Nationwide Life has discontinued 
use of a war clause, and there no 
longer is a policy amount limitation for 
military personnel. Each case will be 
individually underwritten. 

Previously the company wrote 
amounts up to $10,000 without a war 
clause. 


Hike Ind. Club Qualifications 
Qualifications for Indiana Leader’s 
Club have been increased from $250,- 
000 production during the qualification 
year to $300,000, with a minimum of 
15 lives. The next meeting will be at 
Turkey Run State Park, April 27-28. 








Washington Nat'l Has Big Gain 
Life insurance in force of Washing- 
ton National increased $106 million the 
first nine months of the year, a gain 
of 68.7% over the increase during the 
same period last year. This excludes 
insurance on federal employes. Group 
sales showed a “phenomenal” increase. 





Agency Cashiers Hear Ryan 

Members of Life Agency Cashier’s 
Assn. of Los Angeles heard Francis J. 
Ryan, personnel consultant for Pru- 
dential in California, outline the es- 
sentials of a good cashier in insurance 
field offices. 


Run DITC at Fort Wayne 

Fort Wayne Assn. of A&H Under- 
writers is sponsoring a disability in- 
come training course which runs for 13 
weeks. Instructor is Lester King, In- 
diana A&H manager for Hoosier 
Casualty. 


United L.&4A. Earns $287,988 Net 

United Life & Accident, a subsidi- 
ary of Peerless Casualty, had net 
earnings of $287,988 in the first nine 
months. Insurance in force increased 
$17,750,000, of which $10,636,000 was 
direct ordinary life. 











N.Y. Lite Agents Council Meeting 


New York Life’s agents advisory 
council met with Dudley Dowell, ex- 





ecutive vice-president, and agency of- 
ficials in the home office to exchange 
information and devise improvements 
in service to policyholders and public. 

The council consists of members 
elected by the 5,000-agent field force 
in U. S. and Canada. 





Travelers Appoints 7 


Travelers has appointed James A. 
Demontbreun, Max J. Schumacher and 
Wayne R. Hanson, field supervisors 
at Nashville, Kansas City and Sioux 
City, respectively; Ross E. Hall, Bing- 
ham F. Murray and John B. McCreary, 
agency’ service representatives at 
Manchester, N. H., Rochester, N. Y., 
and Erie, Pa., respectively. 

Robert E. Baggesen, agency service 
representative at Providence, has been 
transferred to Boston. 





Names Rocktord Manager 


Robert Beckenbaugh has been named 
manager at Rockford, IIl., for Repub- 
lic National Life. He formerly was an 
agent for the company at McHenry, 
Ill., and before entering insurance was 
in other sales work. 





Nationwide Names Cheetham 

McClain Cheetham has been ap- 
pointed associate actuary of Nation- 
wide Life. 


Mr. Cheetham was formerly as- 
sistant actuary of Old Line Life and 
is an associate of Society of Actuaries. 


Medical Scholarships 


Life & Casualty cf Tennessee will 
sponsor a continuing program of an- 
nual scholarships to Vanderbilt uni- 
versity school of medicine. 

Recipients of the $1,000 scholar- 
ships will be selected by the school 
of medicine. One condition set by 
school authorities is that recipients 
assume moral responsibility to estab- 
lish scholarships equal to those they 
receive within a reasonable period 
after graduation. Scholarships given 
by the company thus will renew them- 
selves and provide a group of re- 
volving grants, their number increas- 
ing as long as the company continues 
its annual contribution. 

President Guilford Dudley Jr. said 
the company’s program is a contribu- 
tion toward better public health by 
making it economically possible for 
promising students to complete their 
medical education. 





William B. Mayberry has_ been 
named Cleveland mortgage loan agent 
for Northwestern Mutual Life to suc- 
ceed Karl J. Probeck, who is retiring. 
‘aaa Mayberry joined the company in 
1946. 

















OF IOWA 





AMILY INCOME SALES 


are increased and made more 
profitable through use of the 
Company's unique Family In- 
come Sales Kit. This Kit, com- 
plete with a phonograph train- 
ing -record,:. contains all the 
materials needed to make a 
“convincing Family Income pres- 
“entation. It is one of four similar 
Kits, each based on field tested 
procedures which accelerate the 
sales effectiveness of the career 
. life underwriter. 








FOUNDED IN 1867 IN DES MOINES 
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B s : to notify Insurance Commissioner Gold ivi iscj Jacob L. Fox, company chairm, _ eve 
ankers National Cites it would leave North Carolina because Individual Admission Plan Margaret Nelson, personnel ‘th 

Eight Leading Agents of the new law, effective Jan. 1, re- Urged for Milwaukee Area and president of the Silver Clu, = 
William J. Sieger, vice-president 

and superintendent of agencies of 

Bankers National Life, presented 


awards to outstanding agents at the 
President’s club convention in Miami 
Beach. 

Harry J. Baker, Boston, Charles L. 
Patrone, Hyde Park, Mass., and George 
E. Parris, Philadelphia, were cited for 
leading in paid for premiums in that 
order, respectively. Leaders in indi- 
vidual policies issued were Albert 
Cournoyer, Hudson, Mass., Mr. Baker 
and Elmer E. Gale, Marlborough, Mass. 
The Elmer H. Hardebeck award for 
persistency of ordinary business from 
1950 to 1954 went to Rudolph E. 
Tucker, Norfolk, Va., Robert L. Mar- 
cotte, Bloomfield, N. J.. and Michael 
Hanin, Pottsville, Pa. 





Federal Life to Stay 
in N. C. A&H Field 


Because of assistance rendered by 
the North Carolina insurance depart- 
ment, Federal Life of Chicago has 
decided to remain in the A&H field 
in the state instead of withdrawing. 

Federal Life was the only company 


quiring notice before terminating a 
policy. Now, Spencer R. Keare, presi- 
dent, has notified Mr. Gold his com- 
pany will remain and will file three 
A&H forms. 

Mr. Keare said the decision to remain 
was made after Mr. Gold decided to 
permit the companies to attach a rider 
to the old policies and use a rubber 
stamp endorsement instead of having 
to file new policies containing the 
notice provision. 

Many companies now are filing 
policies with the riders and endorse- 
ments Mr. Gold said. 


Mutual Benefit H.&A. 


Names Nicholson in South 


W. F. Nicholson has been named a 
regional manager for the group depart- 
ment of Mutual Benefit H. & A., and 
United Benefit Life in North and South 
Carolina, Georgia, Alabama, Florida 
and Tennessee. Mr. Nicholson will take 
over his new duties Nov. 15. His 
headquarters will be at Atlanta. He 
has been regional sales manager at 
Philadelphia since 1952. Prior to that 
he served as a field supervisor at 
Philadelphia. 











This is the eighth in a series of advertisements 
about Kansas City—and Kanszs City Life. 


“A Masterpiece Of City Planning’ 
... Kansas City 


Andre Maurois said it. Visitors and city planners from other communities are 
still saying it. They have never seen a city built with so much regard for beauty. 
It’s a city of homes, trees, parks, and boulevards. 


When you drive along the shaded, winding streets, you have the feeling Mother 
Nature reserved this space for Kansas Citians and their homes. The tree-lined 
streets are like orchards, following the curves of hills and streams. Spacious boule- 
vards are surrounded by carpets of green. Parks are everywhere, with their 


precious statues and fountains. 


Visitors know it took more than planning and cooperation to develop this “mas- 
terpiece.” There’s something special in Kansas City—something fine. It’s the 
friendly progressive spirit that’s as sincere as the firm clasp of a hand. 


And it’s the same spirit that built Kansas City Life Insurance Company—the 


spirit that is constantly seeking a way to do things better everywhere. 


KANSAS CITY LIFE INSURANCE CO. 


Breoedwey et Armour, Kensas 








City, Missouri 








MILWAUKEE—Marshall G. Ause, 
formerly administrator for St. Luke’s 
Hospital here, discussed “A Milwaukee 
County Individual Hospital Aadmission 
Plan” at the November luncheon of 
Underwriters of Milwaukee. Mr. Ause 
was recently named chief administrator 
for two Brooklyn hospitals. 

One of the greatest problems facing 
the individual policy underwriter in 
the Milwaukee county area is the lack 
of a uniform individual hospital ac- 
ceptance plan for his clients, he said. 
When benefits resulting from a hospi- 
tal claim must first be paid by a 
policyholder, who usually is already 
short of money, problems ensue. 

“The Milwaukee A&H group this 
year plans to organize a hospital ad- 
mission plan that will enable its mem- 
bers to compete with any other service 
organization providing hospital, medi- 
cal and surgical care coverage. This 
plan, sponsored by local A&H associa- 
tions, with success in other areas, 
makes possible the public acceptance 
of the field underwriter as the natural 
purveyor of hospital insurance. 

President Thomas Callahan of Time 
said members had been invited to hear 
Edward O’Connor, managing director 
of Insurance Economics Society, dis- 
cuss the present social security pro- 
gram at the Nov. 10 meeting of the 
Milwaukee Eagle’s Club. 

He also announced that DITC pilot 
course, which began Nov. 10, will meet 
every Thursday at the home office of 
Old Line Life, which has donated the 
use of a meeting room. 





North American Veterans Meet 


North American Accident of Chicago 
was host to 47 members of its Silver 
Anniversary Club this week in Chicago. 
Five new members who have just com- 
pleted 25 years with the company were 
guests, and they received gifts from 


presided. 





: ed a 
Thirty-one of the club’s 47 m at 
are still with the company. mbery pony 

rate 
2,124,038 Vets Convert =f", 
NSLI Term to Permanent ately 


2,124,038 World War II veterans hay 
converted their five-year nation 
service life policies to permanent Plan; 
of GI insurance, according to vet cut-off 
administration. Converted NSL] poli record 
cies total $10.1 billion. “Tio the 

Most popular of the permanent coy 
erage is 20-pay life, amountin ' 
966,559 policies or $4.1 billion. Ori 
nary life is second with 402,629 poli 
cies or $2.3 billion. Others are: 30-pa: 
life, 395,445 policies at $2 bili, 
20-year endowment, 148,417  policie 
at $531 million; endowment at age 
90,242 policies, at $487 million; ay 
endowment at age 65, 52,907 policies ,§ bet to 
$310 million. Whe 

ng hoes are 3,552,472 connate 
term I policies in force, amount 
to $27.4 billion. = 
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Curtis to Agency Post 


Aetna Life has appointed John ¢ 
Curtis agency assistant to instruct ; 
home office training schools. Mr. Cy, 
tis, former supervisor at Housto 
joined the company in 1953. 
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To Discuss Institute Advertising 

Donald F. Barnes, director of ag 
vertising of Institute of Life Insurane 
will present a film strip, “How Peop: 
Get Ideas,” to District of Columbi: 
Assn. of Life Underwriters on Noy, }} 
in the Post Community auditorium j: 
Washington. He will discuss maximur 
use by everyone in the business of th 
institute’s advertising campaign thi 
year. The film strip is designed fr 
agents in areas where the advertisix 
program will appear. 








agement. 


ever growing public. 








ULLICO SALUTES... 


. . . The Life Insurance Agency Management Asso- 
ciation on the occasion of its 38th Annual Meeting in 
Chicago. Our Company is proud to be a member of 
many years standing in an organization whose staff 
and resources are devoted to providing sound and 
progressive leadership in the science of agency manr- 


Our representatives join those of our fellow mem- 
bers to further profit from these proceedings and thus, 
in turn, prepare our agency force to better serve our 


The man who benefits most is the policyholder 
and that's our purpose for being in business. 


THE UNION LABOR 
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lated as good, only 12% of the Cc and 
) men fell in that category. While the 
raters did not agree perfectly the eval- 
ation record score obtained as the 


as a life insurance man,” said Mr. 
Wallace. “And right here I want to 
state a very firm conviction: Perhaps 
the greatest error we have made in our 


brilliantly and subsequently won with 
equal brilliance. What we have to re- 
member is that generals who win bat- 
tles stupidly are likely to lose one the 
first time Lady Luck withdraws her 


knowledge and skills. Here the infor- 
mation index and sales method index 
are brought back into the picture and 
serve to guide the interview and to 
bring out specifics about how Sam has 


vert in supervision was defi- business lies in thinking we know all * 
men started in sup oO : Ness g favors. operated as an agent. 

ianent nitely predictive bs aged sets of —_ “ we need to a about ae ca — Mr. Wallace said the procedures that The third interview is on recruiting, 
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SLI poj, record he should p y management because they views lasting about two hours each. philosophies, attitudes, and expecta- 
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s or fails this test, however, he 
jlso takes the information index. This 
is a test for life insurance knowledge. 


“Hit is used here on the assumption that 
fan agent who has received such poor 
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complete the sales method index. This 
is designed to provide a basis for prob- 
ing into the agent’s prospecting and 
marketing skills and habits. 

On the assumption that supervisors 
will tend to recruit and develop agents 
who are similar to themselves in their 
methods and markets, the picture pre- 
sented by the sales method index might 
also be used to reject a man tor any 
immediate training in management. 
However, this should probably be done 
only in extreme cases and with great 
caution, said Mr. Wallace. 

If it seems that Agent Sam is a good 
bet for a Supervisory career, the com- 
pany and his manager want to decide 
on the best training program to fit him 
for that career. If the decision is that 
he is not supervisory material, the aim 
will be to help the manager bring Sam 
up to his maximum potential as a ca- 


half a million a year. Results are im- 
portant but not all-important. They 
can lead us astray unless we know 
where and when and how (especially 
how) they were obtained. 

“To visualize an agent as a super- 
visor we need to know not just his 
production but how he prospected for 
it, how he sold it, what he sold, how 
he planned in selling it, how he dis- 
tributed his time for selling it. We 
need to know how he got the knowl- 
edge to program (if he did) or sell 
pension trusts (if he did). 

e e e 

“We need to know how he was su- 
pervised into selling it, how much he 
sold and how much was sold by his 
unit manager or his general agent. We 
need to know what all of this means to 
him and will mean to him when he 
thinks about supervising agents. We 
need to know the way he got his results 
and what this might mean about the 
way he would try to get results through 
his agents. 

“And, again, to visualize a supervisor 
or assistant manager as a manager or 
general agent we need to know not 
only how many men he has recruited 
but how he got them and where. We 
need to know not only what their pro- 
duction history was but how they got 
it. How did he train? How does he 
supervise? 





For each interview there is a guide de- 
signed to cover a wide range of infor- 
mation and to probe deeply into Sam’s 
life and experiences in the area being 
studied. If possible, each is conducted 
by a different home office man so that 
a variety of reactions to Sam and fresh 
viewpoints on different areas of his 
history can be obtained. 

The first interview covers back- 
ground information. In preparation for 
this Sam is asked to fill out a back- 
ground information form. This is simi- 
lar to the inner section of LIAMA’s 
selection interview blueprint. The first 
interview attempts to see what kind 


tions concerning these aspects of the 
management job. If Sam had done any 
recruiting or supervision an alternative 
form of the guide would be used to 
find out specifics about how the men 
for whom he was responsible per- 
formed as agents and what he did 
about it. 

In preparation for the final inter- 
view, Sam fills out a new instrument— 
the agent supervision test. In this, Sam 
is given sales method indexes com- 
pleted by three different agents and 
asked to analyze their paper pictures, 
diagnose their strengths and weak- 
nesses and make recommendations for 





has many 
Dimensions . 


QUALITY that every Agent and Broker 
can see and compare for himself-—this is 




































reer agent. “We must remember that it is not what makes GUARDIAN Accident & Health 
To get these things accomplished a_ the whats but the hows that can trans- Insurance outstanding. 
great deal more must be known about fer from field to unit, from unit to : 
Sam than the tests can tell. agency or from agency to agency. It is QUALITY in the broad coverage af- 
ee “We need also to know about Sam not the whats but the hows that forded by its diversified contracts— 
+ Asso- QUALITY in the simplicity and clar- 
F ity of the benefit provisions in each 
‘ting in policy— 
ber of QUALITY in the swift and sincere 
o staff service of the GUARDIAN field force 
* and home office staff— 
id and Walter S. Phelps, Detroit QUALITY in the prompt payment of 
y man- ONLI’s Man-of-the-Month benefits — as reflected in the compli- 
mentary letters received by our Claim 
Walter S. Phelps, Associate General Agent Department. 
| of the Brennan-Detroit Agency, believes that Keep your clients happy in ail phases of 
ie: records are made to be broken. To prove it, your insurance service—including accident 
d thus, Walter garnered top production and Man-of- and health. Place it with The GUARDIAN, a 
the-Month honors for a second time. A con- ith thant li : 
ve our sistent qualifier for the Ohio National's company with a reputation for quality since 


1860. 

Get the full story on our A & H program— 
both commercial and guaranteed renewable— 
this week. You'll be glad that you did. 





Leaders Club, he has maintained a persist- 
ency rating of 95-100% and has earned the 
National Quality Award designation in each 
of the past 5 years. 

Walter Phelps will go on to new honors 
and higher achievements as have other top 
producers in our organization. We are proud, 
naturally, that men like Walter, who are The 
Ohio National in the field, consistently seek 
out new opportunities and make the most 
of them. 

It’s no coincidence that these men have 
helped make The Ohio National one of the 
industry’s leading companies. 
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their future supervision. Here again, 
in addition to the agent supervision 
test, the interviewer is given a guide 
to help him discover if Sam can think 
intelligently and constructively about 
the problems of other agents and make 
specific and meaningful recommenda- 
tions for their solution. The interviewer 
also tries to determine if Sam is the 
kind of person who gets a kick out of 
thinking and talking about the prob- 
lems of others. 

Each interviewer is provided with a 
summary and evaluation form to be 
completed after the interview. He re- 
cords the specific weaknesses and 
strengths he has uncovered and wheth- 
er the information leads him to rec- 
ommend Sam for management or for 
continuing as a career agent. 

After these forms have been col- 
lected and summarized, all interview- 
ers meet in a career decision confer- 
ence. In the first phase of the confer- 
ence the conferees decide whether Sam 
should be regarded as ready to become 
a supervisor or assistant manager (or, 
in some cases, a manager or general 
agent), whether he should be classified 
as management potential after further 
training, or whether he should be clas- 


sified as a career agent. 

In the second phase the conferees 
implement whatever decision has been 
made by laying out a specific develop- 
ment program. At this time plans are 
made for the presentation of the deci- 
sion and of the home office recommen- 
dations for a development program to 
Sam’s manager. A resulting mutually 
conceived program is then presented to 
Sam. If possible, this last step is ac- 
complished through a visit to his agen- 
cy. 

“It must be emphasized,” said Mr. 
Wallace, “that the crux of this entire 
program lies in the willingness and 
ability of the home office conferees to 
design a real development program 
tailored to the specific man in question 
and carry it through. If it is decided 
that the man is ready for training in 


management, the conference should 
establish where his weaknesses are; 
how, by whom, and when training 


should be given to overcome them. Si- 
milarly, the man’s particular strengths 
should be established and ways pro- 
posed to build upon them. Sub-goals 
in his progress should be set up and a 
‘D-day’ agreed upon for the accom- 
plishment for each. 


“Of equal if not more importance is 
the setting up of a program for the 
man who has been classified as a career 
agent. Here the realities of the situ- 
ation hit us right in the face. This man 
is probably already a good producer or 
he would not have been placed in the 
potential management pool in the first 
place. 

“Unfortunately, he is likely to have 
the idea that the step from career 
agent to supervision is a promotion 
instead of a transfer from one success 
path to another. There is real danger 
if the bug has bitten that another com- 
pany (not, of course a member of this 
association) will put him into super- 
vision because they are hungry enough 
for management or simply for his pro- 
duction.” 

The agent must at this point be re- 
sold on the very considerable advan- 
tages that accrue to the career agent, 
said Mr. Wallace. The procedures are 
designed with that in mind. The sale 
should be easier with them out of the 
way for two reasons. First, the compa- 
ny should now have and be able to 
show the man specific reasons why it 
is to his advantage to continue in the 
agent career. Certainly he has been 
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With his complete line of juvenile con- 


tracts, the LNL man can sell the Junior 
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Estate Builder, educational endowments, 
ordinary or limited pay life, endowment 
at 65, short-term endowments, and single- 
premium life or endowment plans. These 
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This complete line of liberal juvenile 
contracts provides another reason for our 
proud claim that LNL is geared to help 


its field men. 
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shown that the company was 
to spend time amd money in helpin 
him as well as itself arrive at the ot 
decision. F 
Secondly, presentation to the a ens 
of a specific plan for his further deve). 
opment as an agent should be a power. 
ful factor in convincing him that his 
future in this career can be rewargj, 
and satisfying. There is a Considerapj, 
difference, Mr. Wallace pointe out 
between saying, “Sam, you're a 
agent and we think you ought to g,, 
that way,” and saying, “Sam, we thin} 
you have a real chance to become ons 
of the best rewarded men ip the 
world—a really successful career agen; 
You are a terrific closer. You can ap. 
proach and sell people of al] incom 
groups. You have all the drive an 
personality that a man needs, 4) 
you're lacking are these few extr 
steps that mean the difference betwee: 
the good and the super salesman.” 


The interviewer then suggests the, 
steps: 

“As a first step in moving you jn; 
business insurance, we’d like yoy , 
enroll in part II of LUTC becay: 
there’s every indication that yoy q. 
ready have a number of prospects fy 
business insurance and could get man; 
more, so we want to help you analy; 
your policyowners to see where You 
have developed business nests or wher 
you have an opportunity to do so.” 

Mr. Manager will be going out o 
some joint calls with you for a whik 
to build up your confidence in th 
business insurance approach. And, in. 
cidentally, analyzing your policyow. 
ers in this way and looking for yoy 
business nests should lead you to som 
unsold personal insurance that is wait. 
ing for the programming approach- 
something we want to do some mor 
work and drill on. The programmin 
approach should also help you develo; 
a better delivery interview where w 
think you could stand some improve. 
ment. 

“If you are willing to go along with 
us, here is the schedule we would like 
to see you follow. For example, this 
sets a goal of one programming a- 
proach a week to an old policyowne 
It also calls for the qualification 4 
three business’ insurance __ prospect 
each month fitting in with the LUT 
course. Then, here’s the schedule ¢ 
your joint calls with Mr. Manage 
And, oh yes, a lot of the boys a 
doing mighty well with A&H. Wei: 
got some things here that should hej 
on that.” 

In the event that Sam’s score on the 
evaluation record at the start of th 
selection procedure is too low to wa 
rant his or the company’s investmet 
in further testing for management pr 
tential, he is not brought to the home 
office and is probably not as likely « 
be disturbed in his agent caret 
Nevertheless, said Mr. Wallace, th 
company owes a responsibility to Sam 
manager and to him to provide thet 
with this same kind of program {0 
success. Through the paper pictur 
provided by the information index até 
the sales method index and consult 
tion with his manager the compal) 





must plan Sam’s career just as tht 
roughly as in the other two situation 

Mr. Wallace conceded that they 
might be misgivings about the proces 
as possibly resulting in by-passing th 
manager—perhaps even underminik 
the relationship between him and & 
agent. The procedure, he admitte 
could be used in such a way 4a 4 
make the agent a company man ralit 
than an agency man. but it could al 
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be used to build the prestige of both 
the company and the manager in the 
agent’s eyes. It can be uSed as an aid 
to the manager rather than as a sub- 
stitute for him. Which way it is used is 
up to the agency department. 

There is also the problem of mana- 
gers being unhappy about agents the 
company takes from them for manage- 
ment. This is not a new problem how- 
ever, Mr. Wallace pointed out, saying, 
“If you are to recruit from your own 
ranks, the difficulty must be met head- 
on and solved, not avoided.” 

As for the possibility that agents 
who find themselves rejected fer man- 
agement will be sitting ducks for the 
proselyter and the danger that the 
new procedure would increase this 
problem, Mr. Wallace said he believes 
the answer to be “no” if the company 
takes its role as a career counsellor 
seriously. 

“Will it make agents into leaders?” 
Mr. Wallace continued. “This depends 
on your definition of leaders. A good 
friend of mine ieils his general agents 
that he hopes they get plenty of leaders 
if, by that, they mean men who know 
they need improvement and welcome 
the opportunities for it.” 

The new LIAMA procedures are not 
limited to use with a company’s own 
agents, according to Mr. Wallace. 

e e e 


“Let’s face it,” he said. “Some of 
you need help in selecting managers 
whom you are rescuing from other 
companies. While these procedures are 
designed for use with agents or super- 
visors from the parent company, they 
can be applied to men who (shall we 
say) are occupationally disturbed. A 


special supplement with suggestions in 


this regard will be made available.” 

Answering the crucial question, 
“Will all of this stuff do any good?” 
Mr. Wallace said that the evaluation 
record will operate as a sound rejection 
device, because it has been validated. 
The effectiveness of the rest of the 
procedure is an open question. They 
represent the LIAMA research divi- 
sion’s best “educated bet.” 

“But even if we’re right, you can 
make us wrong,” he warned. “You can 
make these procedures fail if you ad- 
minister them in an_ off-the-cuff, 
hurry-up manner or if you fail to fol- 
low up the programs they produce. We 
shall be trying to find out how well 
they work but we know that in the 
last analysis this, too, is up to you. 
No gimmick, no push-button is offered. 
Only an attempt to help you do your 
work more effectively.” 





Record for North American 


North American Life had 42% more 
new business in October than the same 
month a year ago, marking the contin- 
uance of a monthly upward trend that 
began in November, 1954. Each month 
since then has been a record breaker 
when compared with the same period 
of previous years. 

Business written for the first 10 
months of 1955 is 58% over the same 
period last year. Increased business in 
October was attributed partially to a 
campaign honoring President C. G. 
Ashbrook which began Oct. 17 and con- 
tinues to Nov. 30. 
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N. Y. Life Appointments 


New York Life has appointed as ex- 
ecutive assistants Glen B. Gross, per- 
sonnel department; Gordon W. Stables, 
office of the secretary; H. Frank Ho- 


man Jr., actuarial department; and 
—- A. O’Rourke, group depart- 
nt. 


John F. Gleason, with the company 
Since 1948, has been promoted to 
counsel in the office of the general 
counsel. Edwin M. Jones and Donald 


YIM 


C..Tiedemann, who joined in 1952 and 
1949, respectively, have been named 
assistant counsels. 

Dr. Murray F. Bell, who joined the 
medical department in 1946, has been 
appointed associate medical director. 

Mr. Gross joined the company in 
1951 and has worked in personnel ad- 
ministration. Mr. Stables joined in 1934 
with the real estate and mortgage 
loan department and has worked in 
personnel. Mr. Homan joined the ac- 
tuarial department in 1931. Mr. O’- 
Rourke entered the group department 
in 1951. 


Milliman, Robertson Form 


Seattle Actuarial Firm 


Wendell Milliman, former vice-pres- 
ident of New York Life, and Stuart 
Robertson, consulting actuary at Seat- 
tle, have formed the consulting actuar- 
ial firm of Milliman & Robertson. As- 
sociated with the firm is Thomas 
Bleakney. All three are fellows of So- 
cietv of Actuaries. 

The firm, which will have headquar- 
ters in Seattle, plans to open a branch 
at San Franci;ce in the near future. 

Mr. Robertson has been in consulting 
actuarial work in the northwest since 
1950. Before that, until 1947, he was 
secretary of Great Northwest Life and 


also served in actuarial positions with 
Northern Life and Northwestern Life. 
He joined Mr. Milliman’s consulting 
actuarial office in 1950, taking over the 
practice when Mr. Miliman went with 
New York Life as vice-president. 

Mr. Milliman opened his firm in 
1947, following 18 years with Equita- 
ble Society, where he was 2nd vice- 
president and associate actuary. He 
left the consulting field to head the new 
group department of New York Life. 

Mr. Milliman resigned last summer 
to return to consulting work. New York 
Life, as well as several other eastern 
and midwestern insurers, have retained 
his services as a consultant. 

Mr. Bleakney had previous actuarial 
experience with California-Western 
States Life and New York Life before 
joining Mr. Robertson’s staff in 1954. 


Northwestern National 
Already Past 1954 Total 


Northwestern National Life has 
written more new business in the first 
10 months of 1955 than it did all last 
year. Ordinary written for the first 10 
months of 1955 totaled $121,686,000 
compared with $109,024,000 for 1954. 
October new ordinary business of $20,- 
653,000 exceeded by 26% any previous 
month in the company’s history. 


LAA Sends Case Studies 


on Problems to Members 


“Case study” files on problems and 
solutions in the sales promotion, ad- 
vertising and public relations fields 
have been released by Life Adver- 
tiser’s Assn. to its 440 members. 

Some 50 reports were complied by 
LAA’s committees on these subjects 
as part of the association’s continuing 
study of current practices. 

Al B. Richardson, Life of Georgia's 
director of public relations and presi- 
dent of LAA, noted that LAA has no 
paid staff of any kind, “And it is 
therefore all the more remarkable that 
projects of such scope can be carried 
out successfully.” 

Chairman of the committee prepar- 
ing these latest reports were L. Russell 
Blanchard, sales promotion manager. 
Paul Revere Life; Russell V. Vernet, 
director of advertising, Mutual of New 
York; and William M. Cary, secretary 
of the Board, Northwestern Mutual 
Life. 





Grover Spears has been named bro- 
kerage supervisor for the A&H depart- 
ment of the McClure agency of Contin- 
ental Assurance at Kansas City. He 
formerly traveled Kansas and Missouri 
for Continental. 
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safety features that have been introduced. 


But we hope you never have cause to find 


out how good they really are! 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 





Congratulations to the automobile manu- 
facturers who have made safety belts avail- 


able in the 1956 models, and for the other new 
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FRATERNALS 


Newton Is Field Manager 
for Woodmen of World 


Talmage E. Newton Jr., northeastern 
regional supervisor for Woodmen of 
the World, Omaha, since 1951, has been 
named national field manager, suc- 
ceeding J. Richard Sims, recently pro- 
moted to national secretary. 

Mr. Newton has been with Woodmen 
since his teens. He became a field rep- 
resentative in North Carolina in 1942 
and after war service rejoined the 
company in Texas where he became 
assistant state manager in 1948 with 
headquarters at Dallas. 








Lutheran Brotherhood 
Elects H. A. Smith V-P 


Harold A. Smith was elected finan- 
cial vice-president of Lutheran Bro- 
therhood at its annual meeting at- 
tended by more than 300 delegates. 
Kenneth T. Severud, at the home 
office for 21 years, was named secre- 
tary, succeding Fred C. Mueller who 
retired after 27 years. Lorenz Jost, 


comptroller since 1945, was elected 
treasurer. 

Rev. R. H. Gerberding, executive 
secretary of American missions board 
of United Lutheran Church in America, 
New York, was elected a director, suc- 
ceeding J. K. Jensen, Janesville, Wis., 
who has retired after 20 years on the 
board. 

Carl F. Granrud, president, presided 
over the meeting. 





Royal League to Move 


to New Home Office 


Royal League, which has had its 
home office in Chicago’s loop since its 
organization in 1883, has purchased a 
building in the western suburb of Ber- 
wyn at 6501 West Roosevelt road, 
where home office operations will be 
moved in November. The building is 
being completely modernized, includ- 
ing installation of the latest in busi- 
ness machinery. 

The city of Berwyn was founded by 
the late Charles E. Piper, a leading 
officer of Royal League for many 
years. 





K. of C. Deputies’ Meetings 
Knights of Columbus held a meet- 

ing at Chicago for western and mid- 

western state deputies and a session in 
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for a layman to understand. 


sickness and group plans. 


seeking his first life case. 


work! 


“WE PAY AGENTS LIFETIME RENEWALS . 





STOP...-LOOK... 
LISTEN...-and BUY! 


¥ a —, BECAUSE the prospect who stops 


i 


.. + looks . . . and listens is the one 
most apt to buy, Occidental’s visual 
sales presentations are designed to 
do just three things: Gain attention, 
get read, and make sense. 


So they are illustrated, they are brief, and they are easy 


Because prospects like them, they’re popular with our 
field men—who have already used over 100,000 copies 
of our eight visual presentations on life, accident and 


What’s more, they are as much in demand with the 
veteran life underwriter as they are with the beginner 


The answer, we think, lies in the simple fact that they 
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New York City for eastern state depu- 
ties. 

Supreme Knight Luke E. Hart spoke 
on duties of state deputies and re- 
ported that insurance in force ex- 
ceeded $530 million on Oct. 1. William 
J. Mulligan, deputy supreme knight, 
said the order has $18 million in 
mortgages on Catholic church proper- 
ties and institutions. Other officers and 
state deputies also spoke. 








Republic National Life’s Wynnewood 
office in Dallas was designated “agency 
of the month,” and Louis Bolton, a 
Wynnewood representative, leads the 
company in production after only two 
months in the business. D. A. Holcomb, 
Odessa, Tex., leads in A&H sales. 


N.F.C. Committee a 
Chairmen Named 


Chairmen of the standing committeg 
of National Fraternal Congress haye 
been appointed by President George 
H. Crowns, high secretary of Catholic 
Order of Foresters. They are: 

General welfare and lodge activitie, 
—Lendon A. Knight, Royal Neighbors: 
law—Luke E. Hart, Knights of Colum. 
bus; public relations—Thomas J. Car. 
roll, Catholic Order of Foresters; Te. 
vision of blanks—Frank J. Gadien 
Modern Woodmen; security valuations 
—Fred M. Wolfe, Woman’s Benefit. 











The birthday 
Howard Ho. 
derness, presiden, 
of Jefferson Stan. 
dard Life, was op. 
served at the leag. 
ers meeting jp 
N e€ w_ Orleans, 
Shown at the heag 
table, left to right, 
are: J. S., Causey, 
superintendent of 
agencies; Mrs, Jo. 
seph M. Bryan; 
Mr. Bryan, lst 
v ic e -president; 
Mrs. Holderness, 
and Karl Ljung, 
vice-president in 
charge of agency 
operations. In the 


background is a 25-foot papier mache birthday cake. 
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effective and stockholders vote to in- 
crease the capital to $15 million, each 
stockholder of Connecticut General, 
including those who received their 
shares by exchange of National Fire 
stock, will receive one and a fraction 
shares of Connecticut General stock for 
each share held. 

“In the event the program becomes 
effective it is expected that Connect- 
icut General initially will pay divi- 
dends on the increased capitalization 
at not less than 50 cents a share each 
quarter, or $2 a year on each 1,500,- 
000 shares. Thus, following the in- 
crease in capital, the holder of one 
share of Connecticut General stock 
may initally anticipate receiving divi- 
dends at a rate of not less than $4 a 
year instead of the $2.60 currently be- 
ing received. 

“We believe that this proposed af- 
filiation with National Fire will bene- 
fit both Connecticut General and Na- 
tional Fire. 

“For many years your directors and 
officers have studied the desirability of 
broadening our insurance lines so that 
we would write all forms of coverage. 
The directors unanimously recommend 
the current proposal. 

“We expect to send you next week 
a formal notice of the Dec. 20, 1955, 
special meeting and later this month 
we will send you additional informa- 
tion with respect to the proposed ex- 
change offer.” 

Since National’s subsidiaries are 
wholly owned, the negotiations involve 
them along with the parent company. 

The Connecticut General home of- 
fice was asked by THE NaTIONAL UN- 
DERWRITER about the possibility that 
agents of Connecticut General would 
be encouraged to go multiple line. It 
was said that it was too early to make 
any statement about that. 

The merger of National Fire and 
Connecticut General Life, rumors of 
which had been current in the mar- 
ket for a week or more, ran National 


OK Affiliation of National 


Fire, Connecticut General 
(CONTINUED FROM PAGE 1) 


stockholders for Dec. 20, 1955, to ap- 

rove the proposed affiliation of the 

National Fire Insurance Co. of Hart- 
ford with Connecticut General. This 
will entail the authorization of 150,000 
shares of additional stock, most of 
which will be exchanged, if your action 
at that meeting is favorable, for stock 
of National Fire. The exchange will 
be on the basis of 3% shares of Na- 
tional Fire for one share of Connecti- 
cut General. Five hundred thousand 
shares of National Fire are now out- 

ding. 

en, your directors approved 
subject to your favorable action at our 
annual meeting in February, a further 
increase in our capital stock to $15 
million if the affliation plan is ap- 
proved. The new stock will be paid 
for by transfer from the surplus ac- 
count to the capital account and the 
par value will remain at $10. ; 

“The proposal to issue Connecticut 
General stock for exchange with Na- 
tional Fire stockholders requires ap- 
proval by the insurance commissioner 
of Connecticut in addition to favorable 
action by the Connecticut General 
stockholders. The offer would also be 
conditioned on acceptance by holders 
of at least 80% or 400,000 shares, of 
National Fire stock and to substantia- 
tion of financial and other data relat- 
ing to National Fire and its business. 
The 80% requirement is necessary in 
order to make the transaction tax-free 
under the federal income tax law. 
There will be no tax consequences 
to the stockholders of Connecticut 
General or National Fire by reason of 
the exchange. 

“The proposed exchange offer will 
be effective upon your approval Dec. 
20, 1955. The offer will expire at noon 
Jan. 23, 1956. 

“In the event the exchange becomes 
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Fire stock from the range of $92 to 
$100, where it had held steadily for 
a month or so, up to $140 bid and none 
available at the close of business on 
Monday. However, there was little 
upward pressure on Connecticut Gen- 
eral stock, which may have been part- 
ly due to the high price and the $2 
dividend. 

The merger, it is understood, will 


result in the sale of 50,000 shares of 
National Fire stock held by Insurance 
Securities Trust Fund of Oakland, 
Cal., and 30,000 shares owned by Fire 
and Casualty of Connecticut, which is 
owned by E. Clayton Gengras, auto- 
mobile distributor. 












United American of Dallas kas been 
licensed in Arkansas. 

































R. R. Davenport, 
Southwestern Life, 
retiring president 
of LIAMA, pic- 
tured at the 
group’s Chicago 
meeting with A. R. 
Maynard, Metro- 
politan, left, and 
Ward Phelps, Na- 
tional of Vermont, 
right. 
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Tax Change Could Alter Retirement Planning 


(CONTINUED FROM PAGE 1) 





as self-employed people, a large seg- 
ment of the working population could 
benefit from the tax deferment. This 
could have a serious influence on fed- 
eral tax revenue. The revenue prob- 
lem will be very significant next year 
when Congress will want to reduce 
taxes.” 

He pointed out that at present the 
contemplated plan does not permit the 
taxpayer to put his savings into exist- 
ing life policies and receive the tax 
benefit. This step could slightly in- 
crease the revenue loss to the gove.:!- 
ment, “but as a. practical matter we 
believe that unless the taxpayer is 
permitted to invest in existing insur- 
ance, insurance estates would be dis- 
rupted.” Taxpayers might lapse exist- 
ing insurance and then buy new life 
insurance or annuities in order to 
take advantage of the tax deferment, 
and this would be socially undesirable, 
he said. P 

There are technical difficulties re- 
garding use of. life;:contracts under 
the proposed plan, Mr. Thore pointed 
out. There is serious doubt whether 
the original concept requiring that 
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money invested under the plan be 
frozen during the working years of 
the taxpayer is practical. In the case 
of life insurance, he asked, “how can 
a contract be written which cannot 
be surrendered? Similar difficulties 
are inherent in freezing the taxpayer’s 
savings in a trust or custodian ac- 
count.” The life insurance business 
will continue to cooperate with the 
sponsors of the legislation, but will 
work toward a plan which will permit 
the taxpayer to invest his savings in 
annuities and life insurance policies, 
whether new or existing plans. 

Turning to Congressional investiga- 
tions of union welfare funds during 
the past year, Mr. Thore said Con- 
gress may seek to enact legislation 
requiring that pertinent data regard- 
ing the operation of these plans, in- 
cluding the names of individuals re- 
ceiving fees and commissions, be re- 
ported to a federal agency where it 
would be available for public review. 

“The life insurance business is not 
opposed to reasonable disclosure leg- 
islation. The unions favor disclosure 
‘legislation, but they have also rec- 
ommended legislation dealing with 
commissions.” The unions propose that 
state laws be amended so that insur- 
ance companies can do business with 
unions without paying commissions 
where an agent’s service is not in- 
volved. They also propose regulation 
of commissions if an agent’s service 
is provided. 

Mr. Thore said there is no sound 
basis for discriminating against other 
buyers of insurance by permitting 
union buyers to purchase direct from 
the insurer at the regular rate less 
commissions. “The insurance business 
will firmly oppose any attempt to 
eliminate agents’ commissions in the 
union welfare field as well as in other 
fields. We find nothing in this situa- 
tion that would not be overcome by 
reasonable disclosure and sound prac- 
tices in the management of welfare 
funds.” 

Health insurance continues to be one 
of the important political issues, he 
continued. He pointed to proposals by 
which the government might seek to 
stimulate expansion of voluntary health 
insurance plans or provide direct sub- 
sidies so that the indigent and uninsur- 
ables could be covered, and to com- 
plaints issued by federal trade commis- 
sion against advertising of certain 
health insurers. With regard to the gov- 
ernment’s health reinsurance proposal, 
Mr. Thore said: “It is my impression 
that interest in the bill is waning and 
that Congress will be preoccupied 
mainly with other approaches, The 
danger lies in proposals supported by 
federal subsidy.” 











Pictured at the LIAMA meeting in 
Chicago, R. A. Parish, Connecticut 
General; Frank Vesser, General Amer- 
ican, and William P. Lynch, Prudential. 


With regard to health insurance ad- 
vertising, he said it is hoped that with- 
in the near future some practical ap- 
proach will be developed which will 
make possible the disposition of the 
complaints against A&H companies, 
and that FTC will then look to state 
insurance commissioners to regulate 
advertising within the framework of 
rules now being prepared. 

Regarding servicemen’s survivors 
benefits, Mr. Thore said bills which 
would restore National Service Life 
Insurance have met with strong op- 
position in Congress. Progress was 
made in a general legislative overhaul 
of military survivor benefits. Lengthy 


a 
hearings by House committees result. 
ed in a bill eliminating many of the 
inequities, discriminations and oye. 
lapping benefits provided by forme, 
laws. The bill puts all military pe. 
sonnel under the social security gy. 
tem, provides dependents benefits for 
servicemen’s survivors in lieu of the 
former gratuitous indemnity, anq Tee 
peals the federal employes compe, 
sation act benefits for reservists, “The 
House select committee should be 
commended for its political Courage 
in reviewing the entire system ang 
resisting pressure for creating g Sys. 
tem of insured benefits,” Mr. Tho 
said. 
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experience. 


OPPORTUNITY 
FOR EXPERIENCED GROUP HOME OFFICE UNDERWRITER 


An excellent position with excellent future is open in the Group 
Underwriting Department of rapidly expanding General American 
Life Insurance Company, one of the 10 largest companies writing | 
employer-employee coverages. Its beautiful modern air-conditioned _ 
Home Office Building is a landmark of metropolitan St. Louis. 
Liberal salary commensurate with experience and qualifications ... 
coupled with outstanding retirement and employee benefit program. 
Group underwriters interested in opportunity and advancement 


Emil E. Brill, Vice President 
1501 Locust Street 
St. Louis 3, Missouri 
Give particulars as to personal qualifications and professional 














EXECUTIVE VICE-PRESIDENT 


for over-all management of young, progres- 
sive mid-western company writing life, ac- 
cident and sickness. 

This js an unusual opportunity for a person 
with experience in agency development and 
management. 

Write giving full personal, business data 
and salary range. 

Address Box H-98, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Ill. 








INDIVIDUAL A & H 
UNDERWRITER 


A large multiple line mutual insurance company 
in Minnesota is seeking an experienced Accident 
and Health Underwriter for individual A & H 
risks. This man must be experienced and capable 
of accepting full responsibility for individual 
A & H underwriting. Salary commensurate with 
background and experience. Liberal benefit pro- 
gram. Address Box J-4, c/o The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 











SALES PROMOTION MAN 
AVAILABLE - 


Can you put him to work?—He's experienced in 
both Accident and Sickness and Life Insurance. 
Can take comp'ete charge of house magazines, 
contests, sales briefs, leaflets, etc. Knows design 
layout and printing. Write Box J-5, c/o The No 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








EXCELLENT OPPORTUNITY 


For man under age 35 with Actuarial train- 
ing for young rapidly growing Life company 
located in Midwest. Reply Box J-3, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











WANTED 


Men or women to go in business for themselves. 
If you're a licensed California A & H agent, have 
managerial ability, we'll show you how to 

an agency of your own. No investment on your 
part. Address Box J-10, The National Veit 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ml. 
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small Saver Is Hurt 


by Insurer Income Tax 
(CONTINUED FROM PAGE 1) 
dividual policyholders than the gov- 
ent of Great Britain collects from 
the companies in corporate taxes. This 
is done over there because of the so- 
cial benefits accruing to the whole 
nation from encouraging men to take 
care of their families and to save for 
their own old age through private life 
insurance. It would be strange if the 
current conservative administration of 
the United States should give life in- 
surance less consideration.” 

Saying that the coming year will 
doubtless be the crucial one on the 
company income tax front, Mr. Adams 
indicated that presumably a perman- 
ent law will be enacted. 

e e e 

“The issue,” he said, “is whether 
policyholders, who now because of 
heavy imposts laid by the states in 
addition to income taxes levied by the 
federal government, have to pay an 
amount equal to $3.50 on each $100 of 
premiums just for the privilege of sav- 
ing their own money shall have an 
additional burden placed upon them 
which would seriously impair the in- 
centive for private thrift. It is our 
job to make the issue clear to every 
Senator and every Congressman. It 
is not only our job but our duty to 
defend the institution of life insur- 
ance and its 90 million policyholders 
against this serious threat.” 

Mr. Adams reviewed the life com- 
pany income tax situation, including 
the senate finance committee’s deci- 
sion of last spring to put the matter 
over until the next session. 


“Some of our friends on the com- 
mittee came to the conclusion that al- 
though they favored the bill, to report 
it out with only a few days left be- 
fore Congressional adjournment in the 
crush of legislation which almost al- 
ways characterizes the final days of a 
session, on the state of the record as 
it was before the committee and with 
the determined opposition of an in- 
fluential senator and the tacit oppo- 
sition of the Treasury it would not be 
wise to send the measure to the 
floor,” said Mr. Adams. 

“It is the pending order of business 
before the Senate finance committee. 
Presumably exhaustive hearings will 
be held early in the session. Presum- 
ably also the Treasury will have a bill 
of its own to present at that time and 
hearings will be conducted on both 
measures.” 





Family Security Is Job 


of Man, Not Government 
_ ., (CONTINUED FROM PAGE 2) 
is limited chiefly by our ability to 
consume, where the individual is eco- 
nomically isolated, where man _be- 
comes increasingly dependent on in- 
come, where life and living become 
more complex, where our preparation 
for life as a producer and our retire- 
ment to a longer life as a consumer 
mcreases our years of dependency, 
where we have an increasing aware- 
hess of and opportunity to discharge 
our social responsibility, where we 
know that individual freedom and in- 
dividual security are to be gained and 
retained only by our own efforts—in 
such an economy life insurance must 
be effectively marketed if it is to ful- 
fill the promise of its purpose. 

The fulfillment of that purpose 








nal Under. 
cago 4, Il. 


Places a great responsibility on both 
the prospective life insurance buyer 
and the seller. The very essence of a 
free economy is the right of choice. 


The buyer is given a free choice as 
to whether he will fulfill his social re- 
sponsibility to himself, his family, his 
dependents, his business associates, 
and to society by providing security 
for himself, and those dependent on 
him through his own efforts and initi- 
ative, or whether he will forfeit that 
responsibility, thereby shifting the 
burden to his fellow man. 


e ° eo 

The responsibility of the life under- 
writer is to present that naked choice 
clearly, forcefully, creatively, and per- 
suasively to every prospective buyer 
regardless of his economic, social, ra- 
cial, or religious status. The freedom 
of man may depend largely on his 
courage and wisdom in making that 
choice. 

Failure to any marked extent either 
by the life underwriter or by the in- 
dividual prospect will result in failure 
of our voluntary system of providing 
for individual security. It will thereby 
also result in the creation of a com- 
pulsory system. It is my belief that 
success or failure will also resolve the 
answer as to whether men are to con- 
tinue to embrace individual freedom 
or whether they are to be shackled 
with regimentation. 

Through life insurance, men can 
have both individual freedom and se- 
curity. Our increased productivity for 
the first time in history enables the 
overwhelming majority of men on this 
continent to attain both. 





Variable Annuity Life 
Seeks License in Cal. 


Variable Annuity Life of Washing- 
ton, D.C., the first company organized 
to offer the variable annuity to the 
general public, has applied for a li- 
cense in California. 

The company, which will write both 
individual and group policies, now is 
licensed only in District of Columbia. 
License applications are pending in 
several states however, and the com- 
pany expects eventually to be operat- 
ing in nearly every state in the country. 


Minimum is $2,000 


After Jan. 1, the minimum policy is- 
sued by Phoenix Mutual Life will be 
$2,000 and not $20,000 as stated erron- 
eously in the Nov. 4 issue of THE 
NATIONAL UNDERWRITER. The new mini- 
mum will not apply to certain pension 
trust and salary allotment plans now 
in effect. 





Faulkner Urges Caution on Variable Annuity 


(CONTINUED FROM PAGE 4) 





millions of Americans, acquainted with 
insurance through the armed forces or 
through group or individual coverages, 
have no reaction to the service they are 
receiving or are inarticulate about 
something as intimate as personal in- 
surance, Mr. Faulkner continued. He 
suggested that agency oficers are re- 
sponsible for looking to their customers 
for what they want in the service 
provided. He predicted that LIAMA in 
the future will spearhead an outward 
look, researching the relationships of 
the insurer, the prospect and policy- 
holder, showing how to sell and serve 
the customer to greater satisfaction. 
_He wondered if too many sales man- 
agers have been dazzled by the “intel- 
lectual glitter of programming” and 
have neglected the average prospect. It 
has been established that the agent 
who can present a sound and versatile 
package will see and sell more people, 
bringing more protection into being 
than if he adheres to the more involved 
tenets of program analysis. 

“While it is true that the face amount 
of life insurance sold has been increas- 
ing in a most gratifying manner year 
after year, is there not something 
rather ominous in the fact that the 
number of lives insured has not grown 
in proportion?” he asked. 

At a time when consumer credit 
and mortgaged debt are at an all-time 
high and the purchasing power of the 
dollar is about half what it was prior 
to World War II, there is much to be 
said for pushing the package approach 
as an expeditious way of providing 
a lot more insurance for a lot more 
people. 

Referring briefiy to arguments for 
and against the preferred rate, larger 
minimum policies, Mr. Faulkner said 
it would seem that the wide public 
acceptance of these special contracts is 
a convincing endorsement of their ap- 
peal to both consumers and salesmen. 
He did not foresee any “mad orgy” of 
specially priced policies as some have 
feared. Specials are not new, but their 
popularity is. 

He lauded the recognition of the 
“essential partnership” between life 
and A&H in the past decade. It assures 
more rapid expansion of A&H and 
greater stability to what has been a 

















Luminaries at the Chicago meeting of LIAMA: Vincent B. Coffin, senior 
vice-president Connecticut Mutual; Charles J. Zimmerman, LIAMA managing 
director; Lewis W. S. Chapman, director of company relations of LIAMA, and 
William B. Stannard, agency vice-president Occidental of California, a director 


of LIAMA. 





stormy segment of the personal insur- 
ance business. It is good that life in- 
surers now acknowledge their great 
stake in the fate of A&H because, if 
disability coverage is nationalized or 
unduly restricted by regulatory author- 
ity, the path is paved for similar action 
against life insurance itself. “We do not 
know whether the socialistic, jugger- 
naut can be halted, but certainly the 
life insurance industry has an_ obliga- 
tion to the American people to point 
out to them where the path leads that 
we now tread.” “ 

Referring to the Case-Ives bill to 
establish a system -of,comipulsory cash 
sickness for District of Columbia, Mr. 
Faulkner said the lack of need for this 
type of legislation should be apparent. 
Voluntary, private sickness insurers 
are gaining rapidly on the goal of al- 
most complete coverage of the insur- 
able risks. 

He noted that one beneficial effect of 
the propagandizing of those who wish 
government to take a larger measure of 
responsibility for the health and wel- 
fare of the individual is “an enhanced 
recognition by private insurers that 
they must move ahead faster, not only 
to insure more people, but to liberalize 
their contracts and to eliminate fea- 
tures which have been a source of mis- 
understanding.” 


Mr. Faulkner urged a more intensive 
cultivation of the entire market in 
view of current competition among 
different types of distribution systems. 
He pointed to direct writers and sav- 
ings banks. In personal insurance, cost 
is probably a less important element 
that service. In contemplating govern- 
ment concern with how protection is 
distributed, “one cannot escape the 
conclusion that in a large measure such 
complaints as have developed derive 
from a failure at the point of sale.” 

The agency officer cannot avoid the 
responsibility for this breakdown. The 
management philosophy of the insurer 
will determine the quality of the field 
representation, adequacy of training, 
and conduct of agents in the presence 
of prospects. The time will never come 
when all misunderstanding or all wil- 
ful desire not to understand have been 
eliminated. 

Agency management will have to ac- 
cept the burden of conducting the sales 
effort to comply with a growing set of 
standards adopted and enforced by 
regulatory authority. The spread of ad- 
ministrative or statute law affecting 
the distributive process can be restrict- 
ed to the extent that companies insist, 
that their salesmen, carefully trained, 
adhere to the highest standards of 
ethical conduct. Occasional failure of 
agents at the time of sale is the most 
prolific basic cause of complaint 
against the business. “We need to 
propagate a higher esteem and _ better 
understanding of selling as a career,” 
said Mr. Faulkner. 


College Holds Meetings 


American College held regional con- 
ferences at Palo Alto, Dallas, Cincin- 
nati and Chicago for 200 CLU instruc- 
tors and university teachers of 
insurance. Ideas were exchanged and 
new developments in the CLU.- edu- 
cational program were: discussed. 

Speakers included Milton M. Parker, 
Ohio State university; Morris G. 
Fuller, president of State Farm Life; 
R. R. Davenport, vice-president and 
agency director of Southwestern Life 
and president of LIAMA; and members 
of the staff of American College. 
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Sales Success Not Enough To Hold Agent 
if Ego Recognition Is Lacking: Collins 


Two “sore spots’ in the agency sys- 
tem crying for a solution which would 
increase greatly 
the effectiveness of 
the traditional op- 
eration are _ the 
acute needs for re- 
ducing turnover of 
new agents and for 
conserving experi- 
enced agents, 
President Stanley 
C. Collins of Na- 
tional Assn. of Life 
Underwriters told 
the annual meet- 
ing of LIAMA in 





Stanley C. Collins 


Chicago. 

Although LIAMA has made great 
strides in guiding management, in 
recruiting and training new men, and 
in a continuing educational and train- 
ing process for men longer in the busi- 
ness, Mr. Collins said, there is one 
final test which must be met if these 
efforts are to be conserved. That test 
is job satisfaction. 

Many good men are lost to other in- 
dustries because they no longer feel 
they are rendering a service commen- 
surate with their ability and “basic 
human dignity.” Frustration displaces 
confidence, low spots become chronic, 
disillusionment and fear of failure set 
in, he said. 


While there is no tonic for a sales- 
man like selling, the NALU president 
pointed out, it is equally true that per- 
haps the greatest hunger in the hu- 
man breast is a craving for recognition 
as an individual, a desire to feel im- 
portant and appreciated. If the aver- 
age agent is to satisfy his natural de- 
sire for these things which support 
basic human dignity, he must feel that 
he is making a contribution to the busi- 
ness, to his community and to society. 

Admitting he did not have all the 
answers. Mr. Collins did suggest that 
“Jocal management has a terrific re- 
sponsibility here.” This is the point of 
daily contact where selection, guidance 
and training win or lose. 

“This is the field on which the eter- 
nal battle to preserve enthusiasm, well- 
being and moral of the field man must 
be constantly fought; must be kept 
eternally green,” he declared. 


Then there is the larger and broad- 
ening influence of the agent’s local life 
underwriters association. Here, he has 
access to the broader picture, an op- 
portunity to fraternize with successful 
men of right attitudes from many 
companies, the sustaining influence of 
his business at work on many fronts, 
and the opportunity to increase his 
self-esteem and assurance by contri- 
buting in a cooperative effort to the 
welfare of his community and his in- 
dustry. He termed this the catalyst 
which combines knowledge, compe- 
tence and training with the pressing 
need of working for survival and 
transmutes them into professional at- 
titude “studded with the gems of self- 
esteem and public acceptance.” 


NALU, through its local associations, 
is a potent influence for permanent 
integration into the business for those 
who fake an effective interest and an 
active part in the affairs of their local 
association. Local management is a 
basic force in creating job satisfaction 
because it is at the agency level that 


right attitudes are preserved or dis- 
sipated. The local association is the 
greatest single influence at the local 
level in creating, preserving and 
broadening the influences which gen- 
erate an atmosphere of enduring suc- 
cess to make jok satisfaction a per- 
manent reality. 

Men in the field appreciate the work 
LIAMA is doing in the common cause 
of good agency management, Mr. Col- 
lins said. The public will be best served 
by the agency system as long as the 
challenge is met to keep the compe- 
tence of the field forces equal to the 
demands of changing times. Yet, with- 
out properly trained management, the 
existence of agents is endangered and 
the entire concept of service of the 
agency system in the public interest 
stands in jeopardy. 


oo e ‘J 

Mr. Collins lauded the close, effec- 
tive working relationship between 
LIAMA and NALU’s General Agents 
& Managers Conference. He repeated 
the theme of his administration, ‘“Har- 
mony through Understanding,” which 
is based on his observation of the in- 
terrelation and interaction of the sev- 
eral segments of the business from an 
agent’s viewpoint over a number of 
years. 

The insuring public, the field force 
and the companies are parties to every 
transaction. When a divergence of in- 
terest appears, ‘fone or both of us are 
in error and we better take a good, 
long objective look at our operation 
and make every effort to discover 
where the error is.”’ The field men and 
companies exist for the sole purpose 
of serving the public interest in a fun- 
damental and long range manner and 
“we can never afford to sacrifice this 
position of trust to momentary ex- 
pedience.” 





Moats Succeeds Persons 


at Chicago for Mutual 


O. Embry Moats has been appointed 
manager of the Mutual of New York 
agency at Chicago 
that has been 
headed by Henry 
W. Persons, who is 
resigning to go 
with Lincoln Na- 
tional Life. 

Mr. Moats, who 
started with Mu- 
tual at Cleveland, 
has been manager 
in Detroit since 
1952. 

Mr. Persons 
joined the compa- 
ny in 1934 and has 
been manager in 
Chicago since 1945. 





O. Embry Moats 





H. A. BENJAMCN, 66, retired as- 
sistant insurance commissioner of 
California, died in California hospital, 
Los Angeles, after several months ill- 
ness. He had been in charge of Los 
Angeles and San Diego offices and 
head of the conservation and liquida- 
tion division of the department. 





CARROLL FREY, for many years 
editor of Penn Mutual Life’s field mag- 
azine, Penn Mutual News Letter. died. 
He had been with the company since 
1912 and was retired three years ago 
because of illness. The author of sev- 
eral historical books published by Penn 
Mutual dealing with old Philadelphia, 
Mr. Frey was a photographer of unus- 

















Visiting between 
the LIAMA $ses- 
sions at Chicago: 
W. M. Anderson, 
North American 
Life of Canada; S. 
Rains Wallace, di- 
rector of research, 
LIAMA, and W. R. 
Jenkins, North- 
western National. 
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ual ability. His prints had been exhib- 
ited in many European cities and those 
of this country. He had been president 
of the Photographic Society of Phila- 
delphia, and was a past chairman of 
the Keystone Group of the Life In- 
surance Advertisers Assn. 





Officials to Take Part 


in Talks on Automation 


A conference of automation for sen- 
ior officers is being held Nov. 14-15 in 
Chicago under sponsorship of Univer- 
sity College of University of Chicago. 

Among the insurance participants 
are Charles B. Laing, vice-president of 
Prudential, in the panel on “economic, 
social and organization implications of 
automation,” and A. C. Vanselow of 
Franklin Life in the Panel on “Auto- 
mation—Now or Later?” 

The panel on data processing auto- 
mation for insurers will be moderated 
by Francis M. Smith, vice-president of 


Metropolitan Life, and _ partici 
will include R. E. Slater, vice-prenila 
and conptroller of John Hancock anj 
J. J. Finelli, 3rd vice-president of Met. 
ropolitan Life. 





Mich. Counselors Elect 
D. S. Holefca President 


Michigan Assn. of Life Insurance 
Counselors at its annual meeting elect. 
ed the following officers: Dan S. Ho. 
lefca, Dan S. Holefca & Associates, 
president; A. S. Carstens, A. S. Car. 
stens & Associates, vice-president: 
Donald G. Smith, L. L. Mackey & As. 
sociates, secretary; George I. Jensen, 
treasurer. All are of Detroit. 

Each member is licensed as an in- 

surance auditor, abstractor, counselor, 
analyst. 
_ The past year saw a 100% increase 
in membership. Michigan requires 
those giving insurance counsel be i:- 
censed and regulated by the insurance 
department. 
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designated head of the agency division. He will be in charge of the company’s 


sales efforts. 


At the same time James P. Moore advances from comptroller to vice-president 
and comptroller. Paul T. Rotter, associate mathematician, becomes mathema- 
tician and head of a separate design development unit with responsibility for 
developing new coverages and directing research on the policy contract with 
special emphasis on content and cost. John J. Slowey, assistant comptroller 


becomes associate comptroller. 


Phoenix Policy “Rates Down” Women 3 Years 


Women are “rated down” three years in Phoenix Mutual Life’s new “major 
protective” policy which offers a three-year age saving to all women ages 0 


to 70. 


The policy, a whole life plan, is issued for a minimum of $25,000 and has all 
standard benefits and options. The new contract series was announced in con- 
junction with premium reductions on several contract series, liberalized un- 
derwriting, increased.retention limits and an average 7% dividend increase. 


Fla. Sets Hearing on National Union License 
Commissioner Larson of Florida has ordered officials of National Unio 
Life to show cause why the company’s Florida license should not be revoked. 
A hearing will be held Dec. 8. The commissioner said an examination of the 
company’s books showed the capital structure was weak, the administration 
needed revision, and certain investments were not proper for a life company. 
The Dade county grand jury also has been investigating the company. W. 9 
Downs, executive vice-president, said the commissioner’s order, while drastic, 
does not mean the company cannot get its house in order and continue doing 
business in the state. National Union is an Alabama corporation but has its 


main office in Florida. 
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WHO WRITES WHAT? 
WE DO! 


What can you, as a broker, recommend when a prospect is thinking about an annuity 
but doesn't know exactly when he would like to quit work and have that income 
begin? Northwestern National Life’s Single Premium Deferred Annuity and its Annual 
Premium Retirement Annuity Without Insurance both enable the annuitant to post- 


pone deciding when benefits shall begin. 


The Single Premium Deferred Annuity enables the purchaser to deposit at 
interest a single sum at any age from O to 70, and to begin enjoying the income 
from that fund at any future time up to age 75. 


The Annual Premium Retirement Annuity, issued from 15 to 65, provides un- 
usually flexible options for retirement at any time between ages 50 and 70. Advance 
premiums payable when desired at guaranteed discount of 22% per year com- 
pounded annually. Death benefit equals premiums paid or cash value, whichever 


is greater. 


N.B.: Many a broker has clients who are in position to benefit from provisions 
in the Federal tax law relating to gifts. Life insurance and annuities can qualify as 
valid gifts under the new tax law and may effect substantial savings for the client. 
For those prospects, either of the above annuities are among a large number of 


NWNL plans which can admirably fill the bill. 


For full details contact the nearest agency of 


NORTHWESTERN NATIONAL LIFE 
OF MINNEAPOLIS 
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